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Simpson’s Slogan 
Dealer Comes First 
An Old Spanish Custom 
Big-Time Racing 


By 


Chris Sinsabaugh 


n= SINCE Tex Simpson took 
over as general sales manager 
c* Pontiac—that was last March 
—he has been 
laboring in his 
vineyard, in 
keeping with 
the first plank 
in his platform 
—fewer and 
better dealers. 
To remind fac- 
tory and field 
forces that this 
is his policy, he 
adopted a slo- 
gan, “A good 
dealer, a good 
car, and a friendly factory make 
a winning combination.” Five 
thousand placques with this slo- 
gan engraved thereon over his 
signature have been sent to all 
Pontiac dealers and sales officials. 
* * * 


PLEDGED THUSLY, Tex has 
vigorously weeded his garden and 
the results seemingly prove he 
knows how to correctly read his 
tea leaves. For his sales charts 
show that with fewer but better 
dealers this June made the best 
relative showing of any month 
so far this year, with new and 
ised car sales totaling 270,749 for 
‘he first six months as against 
96,988 last year, and with the 
‘936 model sales reaching 125,390 
vhrough June this year as com- 
pared with 82,427 of the 1935 mod- 
els sold through June last year. 
No wonder they say the proof of 
the pudding is in the eating. 

* ea * 


HOW COME such a sales re- 
cord following a decimation of 
the dealer body was something 
tat made this Paul Pry ask for 
che story behind the slogan. Which 
gave this Tex Simpson a chance 
to drag out this plank in his 
platform and prove there are no 
splinters in it. 

Picking up a placque, he read 
slowly, “A good dealer, a good 
ear, and a friendly factory make 
a winning combination.” 

‘*You will notice,” said Tex, 
“that we mention the dealer first. 
That’s where he belongs. The 
other two factors in the combina- 
tion haven’t a chance unless the 
dealer’s end is properly repre- 
sented. Anyone who wants veri- 
fication need only examine the 
setup in some of our smaller ci- 
ties. In a recent drive in the east 
I stopped in a town of about 15,- 
000, where a car, which we in De- 
troit scarcely think of as being 
in the picture any more, was well 
out in front in price class per- 


(Continued on Page 15, Col. 1) 
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4,600,000 OUTPUT 


Attacks Legality; 
Sears Contract 
Is Terminated 


WASHINGTON.—The Goodyear 
Tire and Rubber Co. added an- 
other to the numerous attacks 
upon the constitutionality of the 
National Labor Relations Board 
when on Thursday it filed a suit 
against the NLRB in the district 
court of the United States for the 
District of Columbia. 

Justice Oscar R. Luhring took 
under advisement the request of 
the company that he issue a 
temporary restraining order 
against the board preventing a 
hearing on a complaint that the 
company has been guilty of “un- 
fair labor practices.” 

It was stated in the suit that 
on July 13 the company received 
notice of the hearing proposed 
for July 21. In the complaint it 
was alleged that beatings ad- 
ministered to organizers of the 
United Rubber Workers of Amer- 
ica in the company’s plant at 
Gadsden, Ala., were “encouraged 
and incited’’ by the Goodyear 
officials and a company union. 
This, the company stated, is en- 
tirely baseless. 

Through attorney Newton 
Baker, former secretary of war, 
the suit charges that the act cre- 
ating the NLRB is unconstitu- 
tional. 

The suit was filed a few hours 
after Paul W. Litchfield, Goodyear 
president, had announced the 

(Continued on Page 17, Col. 1) 


GM Exports For 
June Increase 


11.6% Over 1935 


NEW YORK. Sales of Gen- 
eral Motors cars and trucks to 
dealers in the overseas markets 
during June totaled 26,794 units. 
This volume was 11.6 per cent 
over the volume in the corre- 
sponding month of last year, and 
13.6 per cent under the volume in 
May of this year. 

In the first six months of 1936, 
sales totaled 173,473 units, repre- 
senting an increase of 19.5 over 
sales of 145,161 for the first six 
months of 1935. 


These figures include the prod- 
ucts of the corporation’s Amer- 
ican, Canadian, English and Ger- 
man factories sold outside of the 
United States and Canada. Amer- 
ican-source sales of Chevrolet, 
Pontiac, Oldsmobile, Buick, La- 
Salle and Cadillac vehicles re- 
flected substantial gains in prac- 
tically all of the 104 countries 
comprising the overseas market. 











NLRB 


Automotive Daily News Photo. 


HONORED FOR SERVICE. Alvan Macauley, president of Packard, 
was presented with an antique silver tray in recognition of his eight 
years service as president of the Automobile Manufacturers Assn. He 


was re-elected for his ninth year. 


Paul Hoffman, president of Stude- 


baker, right, made the presentation. 


U.S. Treasury Rules on Tax 
Placed on Re-built Motors 


By WILLIAM ULLMAN 


WASHINGTON.—A double-bar- 
reled drive by federal agencies to 
extend the adoption by states of 
the Uniform Motor Vehicle Code 
will be launched within the next 
fortnight. This code is a slight 
revision of the one prepared 10 
years ago by the National Con- 
ference on Street and Highway 
Safety and which has 
adopted, at least in part, by nu- 
merous states. 


The first attack on the prob- | 


lem, which many authorities re- 
gard as the most serious confront- 
ing motordom, will be under the 





|The Top Ten 
Passenger Cars 


First Ten in Registrations 
as Reported in ADN Today. 


1936 

Pos. 

1—456,807 
2—358,984 
3—221,626 
4—110,707 
5— 92,652 
6— 77,496 
7— 69,986 


- —-- 1935 | 
Make Pos. 
Chev. 259,666— 2 
Ford 421,412— 1 
Plym. 180,781— 
Dodge 81,583— 
Olds. 67,163— 
Pont. 62,984— 
Buick 28463— 8 
8— 47,515 Huds.* 34,117— 7 
9— 30,224 Stude. 17,871—10 
10— 26,318 Chrys. 20,130— 9 
*Includes Terraplane. 
Total All Makes 
1,588,506 1,236,021 


See Total Registrations to Date, 1936- 
1935, pages 20 and 21, this issue. 








been | 


|aegis of the Accident Prevention 
| Conference, created by Secretary 
of Commerce Roper at the be- 
hest of President Roosevelt. It 
will start when Rep. Emmet 

O'Neal, of Louisville, Ky., calls 
together his sub-committee of the 
|Conference on uniform traffic 
laws. This group comprises 
spokesmen for state motor vehicle 
law enforcement agencies, far- 
mers, automotive industries, mo- 
tor cemmon carriers, state legis- 
lators and automobile clubs. It 
will be their duty to work out a 
definite approach to this complex 
problem. 

About the same time the Bureau 
of Public Roads of the Depart- 
ment of Agriculture will begin 
carrying out the mandate of the 
last Congress to study and make 
| recommendations on uniform 
| traffic regulations. This was con- 
| tained in H.R. 1059, introduced by 


| Rep. Wilburn Cartwright, of Mc- | 


(Continued on Page 5, Col. 1) 


‘Hupp to Return 
To Production 


| DETROIT.—Return of Hupmo- 
| bile to production this fall is an- 
| ticipated in an announcement this 

week that engineering work on 
| 1937 models already is under way. 
|Further details of its program 
|of come-back indicate the com- 
| pany hopes to resume production 


| late this summer and models will 


(Continued on Page 3, Col. 1) 





$6 Per Year, 10c Per Copy 


Honor Macauley 
At AMA Meeting; 


Re-elect Reeves 


29 Makers Are Present 
At Drawings For 
Show Space 


DETROIT. — With 29 
makes of passenger cars and 
trucks signed up to exhibit 
at the next national auto- 
mobile show, which opens in 
New York Nov. 11 (Armistice 
Day), motor leaders attending the 
annual meeting of the Automobile 
Manufacturers Assn. here Wed- 
nesday were fairly confident that 
the industry would be able to fin- 
ish the year with an output of 
4,600,000 cars and trucks. This 
would make the current year the 
second largest in the history of 
the industry from the standpoint 
of production. 

In appreciation of his services 
as president of the association for 
the past eight years, Alvan Ma- 
cauley, president of the Packard 
Motor Car Co., was presented 
with a silver platter by the mem- 
bers. He was also re-elected presi- 
dent for another term. 

Walter P. Chrysler, chairman 
of the board of Chrysler Corp., 
was the first man to stand up 
and praise Macauley citing his 
outstanding success as president 
of the AMA and declaring that 
the entire industry was deep in 
his debt. Chrysler recalled many 
of the hard battles during the 
past eight years when the in-- 
dustry’s position was frequently 
at stake. 

At the meeting, Macauley re- 
viewed the role played by the au- 
tomobile industry in hastening 
business recovery. The full text 
of his address, “The Pace-Maker 


(Continued on Page 2, Col. 1) 


City to Honor 
Nash Motor Co. 
20th Birthday 


KENOSHA.—The 20th anniver- 
sary of the arrival in Kenosha of 
Charles W. Nash to form the 
Nash Motors 
Co. will be the 
occasion of a 
civic holiday 
here July 29. 

The chamber 
of commerce is 
sponsoring the 
celebration, and 
leading figures 
in the automo- 
tive industry 
are expected to 
join with Ken- 
osha civic and 
industrial executives in the per- 
sonal tribute to Nash at a ban- 
quet in the evening. 

On July 29, 1916, Nash had 
resigned from the presidency of 
General Motors and had pur- 
chased the Thomas B. Jeffery 
company plant in Kenosha. He 

(Continued on Page 2, Col. 1) 


C. W. Nash 





Macauley 


AUTOMOTIVE DAILY NEWS, SATURDAY, | JULY 18, 1936 


industry s Leaders Expect 4,600,000 Output in 36 


is Honored; 


29 Draw Show Space 


(Continued from Page 1) 
for American Industry,” can be! to receive considerable emphasis 


found on page 4. 

Speaking of labor relations, he 
pointed out that the automobile 
factory worker is earning more 


per hour than in 1929, with living | 


cost 20 per cent under 1929; that 
the industry had done such an 
outstanding job in stabilizing em- 
ployment that the worker is re- 
ceiving a larger real annual in- 
come than he did in 1929, al- 
though he is working substan- 
tially shorter hours on the aver- 
age per week; and that since last 
November the automobile and au- 
tomobile body manufacturers 
have had over 350,000 men and 
women directly and continuously 
on their payrolls, a record for sus- 
tained high employment. 


NRA Death Helped 


In addition, the proportion of 
the automobile dollar going to the 
automobile and parts. factory 
workers has increased 25 per cent 
since 1929. The elimination of the 
NRA and the removal of govern- 
ment restrictions, he said, have 
contributed substantially to this 
result. 

With applications for car and 
truck exhibit space far exceeding 
the amount available on the main 
and mezzanine floors of the 
Grand Central Palace, it was 
necessary for the association’s 
show committee to re-arrange its 
floor diagrams and reduce the 
size of some spaces. 

One of the innovations planned 
for this year is a division which 
will be devoted to touring trailers 
or “bungalows-on-wheels.” Three 
of the largest producers in this 
new industry have already sub- 
mitted applications for space. 

Action Displays Increase 

Discussion of car-makers at 
the session’s indicated that action 
exhibits demonstrating methods 
of manufacture and the operation 
of new devices would again be a 
prominent part of their respec- 
tive displays. In line with the in- 
dustry’s expanded efforts in the 
field of traffic accident reduction, 
safety will be one of the themes 


City to Honor 
*® Nash Motor Co. 
20th Birthday 


(Continued from Page 1) 
came here with a $1,000,000 to 
build an automobile bearing his 
own name. 

A year later the first Nash car 
went off the assembly lines and 
Nash had already established 
himself as a civic leader in Ken- 
osha. 


The Nash Motors Co. also is 
planning to initiate a national 
campaign to tie up with the 
birthday anniversary of the com- 
pany. Featured prominently will 
be the fact that Nash has built 


nearly 1,100,000 automobiles in 20) 


years, has sold over a billion dol- 
lars worth of automobiles, 
has paid in Kenosha alone $100,- 


000,000 in payrolls, and has paid | 


out in dividends to stockholders 
$110,185,280. The total taxes paid 
to city, state and federal govern- 
ments in that time is $54,000,000. 

Today the Nash Motors Co. 
claims to have the largest cash 
surplus of any of the independ- 
ent companies in the industry. Its 
recent quarterly statement 
showed current assets at $28,200,- 
814 against current liabilities of 
$2,395,623, with over $24,000 000 
in cash and government securities. 

The part that Nash and Nash 
Motors have played in the prog- 
ress of Kenosha during the 
past 20 years will form the basis 
of the testimonial on July 29. 





at the show. 


“Accident prevention results are 
highly encouraging,” Paul G. 
Hoffman, chairman of the AMA 
Safety Traffic Committee told the 
members at Wednesday’s meet- 
ing. 

“The first reports for the month 
of June received by the National 
Safety Council from 35 of the 37 
largest cities in the country in- 
dicated the sharpest curtailment 
in automobile fatalities for any 
month this year—11 per cent be- 
low the figures for June last year, 
and compared with an increase of 
3 per cent in these same cities for 
last month. 


Safety Drive Gets Results 


“Basic organization work for 
accident prevention is apparently 
beginning to bear fruit,” Hoff- 
man said. “Public officials are 
particularly to be commended 
for the sincerity, intelligence and 
continuity of their attack on the 
problem.” 


Other speakers at the meeting 
included William S. Knudsen, 
executive vice-president of Gen- 
eral Motors and chairman of the 
AMA Manufacturers Committee, 
whose subject was “Improving 
Our Industrial Relations”; 
Charles F. Kettering, vice-presi- 
dent of General Motors, who told 
“If a Dictator, What I Would 
Order for Our Industry”; Pyke 
Johnson, vice-president, AMA 
Washington Office, who described 
“Washington Problems — 1936 
Model”; Richard H. Grant, vice- 
president of General Motors and 
chairman of the AMA Sales Man- 
agers Committee who discussed, 
“Sales Outlook and Problems pre- 
sented by the Early Show Date,” 
Paul G. Hoffman, president, 
Studebaker Corp., and chairman 
of the AMA Safety Traffic Com- 
mittee who told of “Accident Pre- 
vention Progress; Legislative 
and Traffic Threats to Motor Car 
Sales and Design” and Carlos B. 
Jolly, legislative counsel, General 
Motors, who spoke of “State Leg- 
islation Harmful to the Public, 
our Dealers and to Ourselves.” 

In addition to Macauley, the 
following officers of the associa- 
tion were re-elected: 

First vice-president: Alfred H. 
Swayne, vice-president, General 
Motors Corp. 

Vice-president, passenger car 
division: Charles W. Nash, chair- 
man of board, Nash Motors Co. 

Vice-president, commercial car 
division: A. J. Brosseau, president, 
Mack Trucks, Inc. 

Reeves Re-elected 

Secretary: Byron C. Foy, presi- 
dent, De Soto Motor Corp. 

Treasurer: F. J. Haynes, De- 
troit. 

Alfred Reeves was _ re-elected 
vice-president and general man- 
ager of the association and Pyke 
Johnson, vice-president in charge 
of the Washington office. 


The following were re-elected 
members of the board of direc- 
tors: 

Alvan Macauley, president 
Packard Motor Car Co.; A. J. 
Brosseau, president, Mack Trucks, 
Inc.; W. F. McAfee, manager, 
truck division, International Har- 
vester Co.; Paul G. Hoffman, 
president, Studebaker Corp. 


Other members of the board of 
directors are: A. Edward Barit, 
president, Hudson Motor Car Co.; 
R. F. Black, president, White 
Motor Co.; Walter P. Chrysler, 
chairman of board, Chrysler 
Corp. Byron C. Foy, president, 
De Soto Motor Corp.; Robert C. 
Graham, vice-president, Graham- 
Paige Motors Corp.; Charles W. 
Nash, chairman of board, Nash 
Motors Co.; Alfred P. Sloan jr., 
president, General Motors Corp.; 
Alfred H. Swayne, vice-president 
General Motors Corp. 
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Prospects Chisel Actively On 


Low-Price Class Purchases 


AUTOMOTIVE DAILY NEWS, SATURDAY, JULY 18, 1936 


Shopping Evil Growing Rapidly, Dealers Declare 





ADN’s 


“What percentage of 


DETROIT. - 
plaints from dealers to the effect 
that customers are “shopping | 

around” for a 


Inquiring Reporter This Week Asked 


the Following Questions: 


new car buyers shop from one 
dealer to another in order to get the best allowance for their 
old car?” “Is this shopping evil on the increase?” 

If the Inquiring Reporter’s Query did not get around to 
you, your comment would be appreciated. 
your views on these questions. 


-Increasing com-, 


| 


better allowance | 


on their old car} 
before signing| 
up for a new} 
vehicle, lead the 
Inquiring Re- 


to pry into this 
situation and| 
find out 
these customers 
are getting 
“fussy.” 


A number of 


x ) 
IRE DORTER 


in widely sepa- 


rated parts of the country were} 


interrogated and from their re- 
plies it would seem that the aver- 
age prospect for a low-priced car 
has “blown wise” to the fact that 


he can chisel $5 or maybe $10 if| 


he shops around from dealer to 
dealer playing 
other. 


porter this week | Already this year we have sold 


leading dealers | 


one against the| 


| 


why | 





On the other hand, the studious | 
research of ADN’s Reporter re-| 


veals that where a dealer is noted 
for first class service and where 
he has a long established reputa- 


tion for fair dealing and giving | 


the satisfaction, this 


“gyp” 
prospects falls off. 

In other words, 
prospects want to “chisel” 


customer 


to the 


| 


attitude on the part of| 


while many | 


last pfennig, others are willing to | 


take the dealer’s offer provided 
that they believe they will draw a 
dividend in prompt, 
service from that dealer. 
The questions broadcast 
week were: 


effective | 


this 
“What percentage of | 


new car buyers shop from one} 


dealer to another in order to get 
the best allowance for their old 
car?” 
the increase?” 


The answers are printed below: 
* * *” 


James Levy, James Levy Mo-| 





Hupp to Return 
To Production 


(Continued from Page 1) 


“Is this shopping evil on| 


be ready for display at the New| 


York show. 


The company has not yet com- | 


pleted necessary financing ar- 
rangements, but officials 


are | 


hopeful that sufficient funds can | 


be secured through sales of un- 
used plants, including the 
Chandler and the 
plants in Cleveland, 


old | 
Hupp body | 
the Hupp| 


engineering building in Detroit, or | 


from other sources. Negotiations 
are under way with the Goodyear 
Tire & Rubber Co. 
the engineering building here. 


for sale of | 


This building has been rented by | 


the tire company for storage pur- 
poses for several months. Ap- 
proximately $1,000,000 can _ be 
raised by sale of the three prop- 
erties. 


The company’s plans for a 1937 


car do not involve costly changes 
since models in production last 
year were of advanced design. 
Officials say the company has lost 
only a few of its dealers and dis- 
tributors in the past year al- 
though it has been shut down 
since December. There were 
around 770 dealers at beginning 
of 1936. Many of them have taken 
on other lines such as house trail- 
ers to tide them over until Hupp 
resumed operations. 





Please write us 


tors Co., Buick, Chicago: “While | 
the shopping evil still exists to an 
unreasonable degree, we have 
| been affected in that regard less | 
than the average dealer. I attri- 
bute this to the fact that we have 
been in business for 35 years and 
have built up a lot of good will 
among buyers as a firm that is 
fair in its appraisals of used cars. 





six cars to people who have been 
on our books for 30 years. I be- 
lieve the practice of shopping is 


pe more pronounced in metropolitan 


centers than in smaller towns; 
also that in Chicago it exists 
more among dealers competing in 
the same line, whereas in rural 
centers it may be evident among 
different lines. One cure I would 
suggest is for the factories to cut 
down on the number of dealers 
with particular respect to their 
location too close to each other. 
Factory co-operation with deal- 
ers is necessary for the latter to 
make money.” 
* * * 

Ben T. Wright, Ben T. Wright, 
Inec., Ford, Chicago: “I should 
estimate that about 85 out of 
every 100 buyers shop from 
dealer to dealer in their quest for 
the best possible used car allow- 
ance. The situation is no worse 
or better than it has been for the 
past five years. Most of their 
shopping is done among dealers 
of the same make. In other words, 
they are pretty well set as to the 
make of car they want to buy 
when they start out trading.” 

* * od 

L. O. Holmes, Lester O. Holmes, 
Inc., Hudson-Terraplane: “Our 
experience is that around 50 per 
cent of new car buyers are shop- 
pers with an eye to getting the 
highest used car allowance. I be- 
lieve also that the shopping evil 
is more pronounced than in the 
past, because today the buyer 
pits one dealer against another in 
the matter of financing plans, 
monthly payments, etc., in addi- 
tion to used car allowances. On 





HENRY FORD starts the new $5,000,000 power installation at the Ford Rouge plant in Dearborn, 
by turning a Ford V-8 steering wheel mounted on the 110,000 kilowatt turbo-generator as Edsel Ford 


stands by. 


The new installation increases the Rouge power plant generating capacity from 200,000 


horsepower to 326,000 horsepower—the equivalent of the electricity needs of a city of 3,500,000 people. 


(See story on Pare 14). 





the other hand, there isn’t the 
chiseling for free equipment, due 
to the fact that cars now come 
with spare tire, bumpers and so 
on. The usual procedure when a 
man is in the market for a car is 
for him to tell a friend or some 
friends, and then comes the flood 
of free advice as to what dealer 
will give him the best deal. Prac- 
tically every prospect talks the 
shopping story, but all of them 
don’t actually shop as freely as 
they say.” 


2 * * 


Capt. John H, Fahy, sales man- 
ager, Garden City Chevrolet Co., 
San Jose, Calif.: “Not more than 
20 per cent of our new car buyers 
shop for high appraisals and the 
majority of those who are shop- 
pers do their shopping with other 
dealers handling our line. I 
would say that 8 per cent of our 
new car volume 
ness. Proof of this is the fact 
that we haven’t a Ford V-8 in our 
used car stock. The only Fords 
we have are Model A’s and Model 
T’s that were sold as used cars 


and then taken back by us as| 


cars or! 


trade-ins on later used 


is repeat busi- | 





turn down a better 


new cars, indicating that a large} 
percentage of our used car deals 
also are repeat business.” 

* ea ca 

A. D. Sgardato, 

Cruz, Calif.: “On practically every 
deal we are forced to meet high | 
appraisal or fight the shopping | 
complex of the customer. I would | 
say 75 per cent of our new car 


sales are consummated only after | 


a battle with a shopper.” 
4 * + 


Harold E. Barker, 
dent Sidney Weber, 
and Plymouth, St. 


vice-presi- | 
Inc., 


Louis, Mo.: 


“The shopping evil is increasing. | 


Ninety-five per cent of our pros- 
pects get more than one 


one.” 
* 


a new 


2 * 


L. L. Johnson, sales manager | 
Central Chevrolet Co., St. Louis, | 
Mo.: “People do shop, but 75 per | 


cent of our business is obtained | 
a customer. | 
We know what their old cars are | 
fair | 


on our first offer to 


them 
at times 
allowance be- 


and make 
Our customers 


worth a 


price. 


Ford, Santa} 


Dodge | 


ap- | 
praisal on their used car before | 
turning it in on the purchase of | 


—| shopped. 


cause of the service featured to 

our purchasers. 
* 

Arthur Gordon, sales manager 
Hoover Motors, Ford and Lincoln, 
| Boston: “Ninety per cent of our 
prospects prove to have been 
shopping around when offering 
their used car trade-ins for new 
|cars. The practice has about 
reached its limit. They know 
| there is an open market, and that 
| they can chisel $5 more in one 
place than another.” 

* * * 

A. N. Ogden, sales manager 
Commonwealth Chevrolet Co., 
Boston: “Seventy-five per cent of 
our customers with used cars shop 
around. Since July 1 out of 35 
customers for new cars on trade- 
| ins only two proved to have done 
|} no shopping around. Looks as 
though the percentage would go 
| to 100.” 


* 


of 


H. F. Brewer, assistant sales 
manager Noyes- Buick, Boston: 
“On low-priced cars 75 per cent 
of our prospects have shopped 
around. On the _ higher - priced 
cars only about 40 per cent have 
The shopping evil is 
found mostly in large cities. It is 
very prevalent in Boston and 
Providence, R. I., where there are 
| highly competitive dealer condi- 
| tions.” 


* * 


IC. T. Smith Named Mer. 


Of Buick Memphis Zone 


| FLINT—C. T. Smith, regional 
| representative of the southern re- 
| gion of the Buick Motor Co., has 
been appointed 
zone manager 
for the Memphis 
zone, W. F.. Huf- 
stader, vice- 
president and 
general sales 
manager, an- 
nounces. He will 
fill the position 
left vacant by 
the death of the 
*% former zone 
C.T.Smith manager, the 
late Harry G. 
| Little, on July 7. 
| Smith’s post as regional repre- 
| sentative will be filled by B. F. 
| Price, formerly office and bus- 
|iness management manager ot 





BY AIR FROM DER VATERLAND came 20 German dealers handling the General Motors Opel| the Buick Dallas zone office. 


cars and Blitz trucks. 


Eastern Air Lines and will return to Germany on the Bremen. 


They crossed the Atlantic in the zeppelin Hindenberg, 
The party includes: 


will fly to Detroit over | 
Bruno Pfitzner, | 


The promotions are in line with 
Buick’s policy to fill vacancies in 


General Director Dr. Durth, Kurt Kannenberg, Hermann Haas, Eugen Holz, Ernst Sommer, Martin | the organization by promotion of 


Spengler, Kurt Spiek, Konsul Paul 


Staiger, Viktor Haas, 


Herr Liebermann, 


Heinrich Bieling, Georg 


Beuchel, Johann Bachem, H. R. Prsesent, Fritz Kiffe, Kans Kropf, Herr Banger, Herr Forster and Herr 
Zaoral, from the Opel plant. Shown above also are Mr. Buchler of the American Express Co. and R. F.| rather than by going outside of 


Merrick, of GM Export. 


| present employes with good rec- 


| ords of service and achievement 


| the organization, Hufstader stated. 
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Declares Workers Get More Income Than in 1929 


Macaule y Presents Record as 


Challenge to ‘False Utopia’ 


DETROIT. 
“factual accomplishments” 
automobile industry in stimulating 
buying, increasing 
raising wages and sharing other 
benefits with employes stand out 
as highly significant and worthy 
of the thoughtful study of the 
American people, Alvan Macauley, 
president of the Automobile Man- 
ufacturers Assn. and of Packard 
Motor Car Co., speaking at the 


Declaring that the 


annual meeting of members of the | 
association Wednesday said the| 


industry’s record “is a challenge 
in practical results to communism 
and socialism and false Utopias.” 


In his address, “The Pacemaker 
for American Industry,” Macauley 
pointed out that the automobile 
factory worker is earning more 
per hour than in 1929, with living 
cost 20 per cent under 1929; that 
the industry had done such an 
outstanding job in stabilizing em- 
ployment that the worker is re- 
ceiving a larger real annual in- 
come than he did in 1929 although 
he is working substantially shorter 
hours on the average per week, 
and that since last November the 
automobile and automobile body 
manufacturers have had over 350,- 
000 men and women directly and 
continuously on their payroll, a 
record for sustained high employ- 
ment. 


Need Personal Contact 
“Satisfactory employment is not 


alone a question of paying high | 


wages or even of stabilization,” 
said Macauley. “There is the mat- 
ter of having efficient and sym- 
pathetic supervision men who 
maintain personal contact with 
employes, who know their needs, 
desires and ambitions, and who 
co-operate with them so far as is 
economically possible. The auto- 
mobile industry takes pride in 
having the good will and loyalty 
of the great bulk of its employes 
and is confident of maintaining 
these mutually satisfactory rela- 
tions. There is every evidence 
that industry generally is think- 
ing of its workers in terms of 
human betterment.” 


Macauley detailed the activities 
of the Automobile Manufacturers’ 
Assn. during the last year, par- 
ticularly referring to the organi- 
zation’s work on industrial rela- 
tions, domestic and export sales, 
legislation, traffic, patents, sta- 
tistics and highway traffic safety. 

Tracing the history of the au- 
tomobile industry up through the 
depression, Macauley said _ its 
“technique” in lifting itself out of 
the depression and stimulating 
business generally involved no 
miracle, but that inherent in the 
industry’s methods and necessary 
to their success is “the system of 


IN FROM AUBURN, IND., and Buffalo, N. Y., to register their| demonstrating the aims of 
choice of New York show space at the drawing Wednesday were| dustry to treat fairly and hu- 


of the | 


employment, | 


| free competition under which this 
country has developed.” 


His address follows in part: 


“The automobile industry bears 
}no charmed life; it is not spared 
| while others suffer in periods of 
| depression. During the last de- 
| pression it was terrifically af- 
| fected. Its sales in the period 
| 1930-1932 decreased 74.5 per cent, 
| representing a shrinkage in 
| wholesale value of $2,784,000,000. 


Industry Never Stagnant 
“But during even the worst 
| years the industry was never stag- 
nant. Engineering improvements 
and plant improvements for 
greater efficiency were actively 
prosecuted at large cost to the 
industry. In conformity with com- 
petitive pressure, together with 
the industry’s long-standing pol- 
icy to offer the public a constantly 
better product, cars and trucks 
were greatly improved. The indus- 
try by its progressiveness and 
alertness was ready to take full 
and rapid advantage of any 
change for the better. 


“Some believe the industry, in 
| speeding up manufacturing sched- 
ules and expanding sales pro- 
grams last year in advance of a 
measurable change or turn for the 
| better in general business condi- 
tions, stimulated the subsequent 
|upturn. In any event, the auto- 
|mobile attracted purchasers. Pur- 
chasing of automobiles brought 
great sums to the industry. A 
large part of this money was spent 
by the industry to buy steel, rub- 
ber, lumber, leather, cotton and 
cloth, aluminum, copper, tin and 
numerous other materials. 





No Miracle 


“In some circles the perfor- 

mance of the industry in ‘lifting 
itself’ and other industries out of 
the depression is considered noth- 
ing short of a miracle. We, in the 
industry, know that there was 
nothing fundamentally new in the 
technique we employed. It has 
characterized the industry for al- 
most a score of years. This is not 
the first time we have proved 
that under free competitive con- 
ditions the policy of increasing 
| plant efficiency and of producing 
a constantly improved car for the 
people at a price reflecting that 
efficiency is a sound one to pur- 
sue. We know that as purchasing 
power is released it is ever at- 
tracted to the product that offers 
most in its field for the money 
to be expended. We know that 
with increased sales come _ in- 
creased production, increased 
profits, increased employment, in- 
creased wages. 

“The automobile industry has 
|no exclusive rights on this tech- 
| nique. There is no mystery about 
| it. It is employed by, and is avail- 


os 
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Roy Faulkner, president of Auburn, and J. E. Allen, of Pierce-Arrow. 


o- 








YOU PAYS YOUR MONEY and 
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you takes your choice, says Alfred 


Reeves (right), general manager of the Automobile Manufacturers 
Assn, at the start of the New York show space drawing here Wed- 
nesday. Charles Elias, veteran of the show management group of 
AMA is ready to record the choices. 





able to, other manufacturing in- 
dustries. But inherent in the au- 
tomobile industry’s methods and 
necessary to their success is the 
system of free competition under 
which this country has developed. 
And threats to this system are of 





a challenge in practical results to 
communism and socialism, to false 
Utopias. 

“The automobile factory worker 
is sharing in the industry’s strong 


| recovery. He is earning more per 
| hour and a larger real annual in- 


come than he did in 1929 although 


| he is working substantially shorter 


hours on the average per week. 
The industry has done a magni- 


|ficent job in stabilizing employ- 
| ment. 


The advancement of the 
National Automobile Show to 


| early November and the fall in- 
troduction of new models con-| 


tributed largely to this. Since last 
November, in fact, the industry 
(automobile and automobile body 
manufacturers) has had over 350,- 
000 men and women directly and 
continuously on its payroll, a re- 
cord for sustained high employ- 


| ment. The industry’s annual pay- | 
roll exceeds a half-billion dollars.” 


‘Prizes Awarded 
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HUDSON-TERRAPLANE show 
space selection for the New York | 
show was made by W. R. Tracy, | 
sales manager. 


vital concern to the automobile 
industry. 

“While the last year has been | 
a good one for the industry, it | 
does not mean that the industry | 
as a whole is making profits or | 
that the automobile industry, as | 
well as industry generally, is not} 
beset with many uncertainties. We | 
are facing new conditions. New | 
governmental measures of serious | 
import to industry have been im- 
posed. We must prepare ourselves 
to meet the great burdens of more | 
government regulations and su-| 
pervision unless we are alert} 
enough to stop hasty, ill-advised | 
measures. 

Facing New Problems 

“We are confronted in this 
country with the spread of com- 
munism. Many of the factors act- 
ing today as a deterrent on busi- | 
ness and industry are socialistic 
in form and character. Contrasted | 
with these conditions, is the auto- | 
mobile industry’s success in stim- 
ulating buying, increasing employ- 
ment, stabilizing employment, rais- 
ing wages and sharing other ben- 
efits with all employes. These fac- 
tua] accomplishments should stand 
out as highly significant and 
worthy of the thoughtful study | 
of the American people. The au- 
tomobile industry’s record may be | 
pointed to as one implicit with | 
the system which has given this | 
country prosperity and its high 
standard of living. It is one again 
in- 





manely its factory workers. It is 


By Pontiac in 
Economy Test 


DETROIT.—General interest of 


all motorists in gasoline mileage 
economy was attested to by the | 
in 


participation of 10,400 people 
a national economy contest re- 
cently concluded by the Pontiac 
Motor Co., points out C. P. Simp- 
son, general sales manager. 

First prize, a new Pontiac eight 
touring sedan, went to Miss 
Frances Reifer of Oshkosh, Wis., 
while additional prizes consisted 
of a new Pontiac six touring se- 
dan and 164 cash awards. 

The average gasoline consump- 
tion attained by all contestants, 
under uniform conditions through- 
out the country, was 23.8 miles 


| per gallon, Simpson stated. 


This average, he pointed out, 
compared with an average of 23.9 
miles per gallon recorded by a 
Pontiac in the national Gilmore 
Economy run from Los Angeles 
to Yosemite Valley, this test hav- 


| ing been run under official Amer- 
|ican Automobile Assn. supervision. 
|In the Gilmore run, Pontiac placed 
| first in its class. 


“The very slight variation in the 
mileages obtained in the several 
hundred mile Gilmore run, and 
that compiled by 10,400 different 
drivers, is significant in that it 
reveals the uniform mileages 
made possible by the precision 
limits of manufacture, and ex- 
tremely close tolerances in mov- 
ing parts required in Pontiac pro- 
duction,” Simpson stated. 

Awards are now being for- 
warded to contest winners, he 
added. 








Olds July Sales 
Exceed Last Year 
By More Than 40% 


LANSING.—Oldsmobile retail 
sales for the first 10 days of July 
totaled 5,945 units which repre- 
sents a gain of more than 40 per 
cent in comparison to the same 
period a year ago, according to 
D. E. Ralston, general sales man- 
ager. 

“From Jan. 1 to July 10, Olds- 
mobile dealers have delivered 
116,784 new Oldsmobiles to retail 
purchases. This is a gain of 29 
per cent over the same period last 
year which was the previous rec- 
ord year in Oldsmobile’s history. 
During this same period, Jan. 1 
to July 10, more new Oldsmobiles 
have been sold than during the 
first nine months of 1935,” Ralston 
stated. 

“During July the Oldsmobile 
plants are continuing to operate 
day and night at a record-break- 
ing production pace in order to 
supply the demands from dealers 
throughout the country. July 
marks the tenth consecutive 
month that the Oldsmobile fac- 
tories have been running at ca- 
pacity production,” Ralston said. 


AMA Export Men 


o 

Discuss Trade 
NEW YORK. Problems re- 
lating to the development of 
larger markets for American au- 
tomotive products in Great Bri- 
tain and China were discussed by 
Henry F. Stebbins, U. S. trade 
commissioner assigned to Great 
Britain and Miss A. Viola Smith, 
U. S. trade commissioner to 
China, with export executives of 
automobile companies at a meet- 
ing held in the offices of the Au- 

tomobile Manufacturers Assn. 


Outlining the progress that has 
been made in the development of 
highway facilities in China, Miss 
Smith suggested that support 
should be given to a proposal for 
having a portion of the Boxer 
Indemnity Fund used in enabling 
Chinese students to study high- 
way engineering and allied sub- 
jects in American universities. 

Questions of customs valuation 
on American automobiles con- 
signed to the British market were 
discussed by Stebbins. He also 
reviewed British methods of tax- 
ing motor vehicles as they relate 
to the development of the auto- 
mobile industry in that country. 


Stag Picnic 

CHICAGO.—The annual stag pic- 
nic of the Illinois Automotive Assn. 
will be held at Ferris Inn, Morton 
Grove, just south of Dempster St. on 
Ferris Ave., July 25. A large at- 
tendance is foreseen by the commit- 
tee in charge of arrangements and 
there will be outdoor sports as well 
as a program of speaking. Lester 
T. McAuliffe is chairman of the ar- 
rangements committee. 
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DESOTO was represented at 
the New York Show space draw- 
ing here this week by Roy Peed, 
sales generalissimo. 





(Continued from Page 1) 
Alester, Okla., which appropriated | 
$75,000 and authorized the Sec re- | 
tary of Agriculture “to investigate | 
and report on traffic conditions | 
with recommendations for correc- | 
tive legislation.” In its work the} 
Bureau is to co-operate with other | 
federal and state and municipal | 
agencies and will make a report | 
within nine months on the status 
of traffic law uniformity through- 
out the nation. Its final report is 
to be made by June 30 next. 

Thirty-seven governors have al- | 
ready assured the Accident Pre-| 
vention Conference of their wil- 
lingness to assist its work for 
uniform regualtion and their rep- 
resentatives are expected to at- 
tend the impending sessions here. 

To Devise License Plan 

The first task of the O’Neal sub- | 
committee will be to devise a} 
program of driver licensing in 
all the state. At present 11 have} 
no such requirement. They are 
Alabama, Arkansas, 
Georgia, Illinois, Missouri, Mon- | 
tana, Oklahoma, Tennessee, Texas 
and Wyoming. 

The principle obstacle in the 
path of universal licensing of mo- 
tor vehicle operators has been the 
objection of farmers, who do not 
see why they should have to ob- 
tain licenses to drive automobiles 
or trucks over their own lands 
and from their farms to market. 
If the subcommittee’s efforts are 
to be effective some means will 
have to be devised whereby far- 
mers will be persuaded driver li- 
censing will operate to their ad-| 
vantage and protection as well as 
the rest of the population. 


Other objectives of the O’Neal | 


| Assn., 


Florida, 





be establishment of | 
uniform traffic light and sign sys- 
tems, uniform highway _  speed| 
limits and uniform driving regu- | 
lations. When the present tangle | 
of conflicting laws is straightened | 
out enforcement of the uniform | 
code will rest with the states. 


45 Organizations 

Forty-five national organiza- 
tions interested in solving the 
broad, country-wide traffic prob- 
lem are co-operating with the) 
subcommittee. 

The Bureau of Public Roads in- | 
vestigation of the uniform code 
situation is awaiting the return of 
Thomas H. MacDonald, chief, | 
who went to Mexico for the for- 
mal opening of the Pan-American | 
Highway, and officials here are 
not yet informed as to just how | 
the program will be launched and 
carried out. 


group will 


J. B. WAGSTAFF, sales chief 


| Corp. 
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U.S. to Move for Adoption of Uniform Vehicle Code 
Double-barreled Drive 


Aimed at Various States 


Safety Contest 
Entrants Prove 
Good Drivers 


WASHINGTON. The first 
1,000 entrants in the national con- 
test to select the representative 
safe driver in each of the 48 
states and the District of Col- 


| umbia hung up an amazing re- 


cord of 155,000,000 miles of driving 
without a single dented fender or 
brush with traffic officers. 

Declaring that this the most 
impressive factual data on safe 
driving yet gathered in the motor 
era, the American Automobile 
which is sponsoring the 
contest jointly with the CIT 
Safety Foundation, also said that 
the records are a direct challenge 
to those who accept accidents as 
unpreventable. 

“These records,” says the AAA, 
“cover a 10-year period, in line 
with the requirement that en- 
trants must be active drivers, 
who have been driving for 10 
years, covering a minimum of 50,- 
000 miles in that period without 
a single accident or violation of 
the motor laws. With entry blanks 
pouring in from all sections of 


the country there is every indica- 
tion that the total mileage trav- 
ersed by safe driver contestants 
will approximate the billion-mile 
marathon originally predicted.” 


‘Gilbert Joins Field 


Staff of Studebaker 


SOUTH BEND.—N. O. Gilbert, 
a veteran of 25 years of automo- 
tive experience, has joined the 
field sales staff of the Studebaker 
as district manager associ- 
ated with the Kansas City branch. 

Gilbert began selling automo- 
biles at retail in Chicago 25 years 
ago. Since then he has been as- 


sociated with factory field selling | 


staffs as regional and branch 
manager and has also been a dis- 


| tributor. He has sold both passen- 
| ger cars and trucks. His most re- 
|cent connection, prior to coming | 


to Studebaker was with Graham. 
Gilbert’s appointment becomes 
effective immediately. 


Name Roberts 


MILWAUKEE, Wis.—Chester J. 
Roberts has been named manager of 
the Milwaukee branch of the Four 
| Wheel Drive Auto Co., Clintonville, 
| Wis. 
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of De Soto, marks off his space 


at the New York show drawing here this week as Russell Valpey, 
sales executive, looks for the best location for the Graham exh‘bit at 


the Palace. 
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OLDSMOBILE, CHEVROLET and CADILLAC were represented 


at the New York show space drawing here this week by, respectively, | 
left to right, D. E. Ralston, H. B. Hatch 


and Don Ahrens. 


Sees Record Truck Sales 


Index of Better Business 


DETROIT. — 
sales of motor trucks during the 
first six months of 1936 are de- 
clared by W. E. Fish, manager of 
the Chevrolet Motor Co.’s commer- 
cial car department, to be an in- 
dex of higher levels in business, 
industry, and agriculture through- 
out the country. 

“Chevrolet’s first six months’ 
business in trucks,” said Fish, “set 
a record of sales that exceeded 
any previous first half in the his- | 
tory of the company, with a total | 
of 119,294 new units delivered, as | 
compared: with the. previous rec- 
ord of 102,321, which has stood | 
since 1929. The increase over the} 
corresponding period of last year | 
is 26,091. 

“Actually, the pick up in russ | 
sales began late in 1935, and be- 
ginning with November every one | 
of the last eight months has ex-| 
ceeded Chevrolet’s best previous 
sales record for the corresponding 
month in all previous years. 


“Every one of the nine regional | 
territories in which Chevrolet has 
divided its national sales organi- | 
zation has shared in the upturn 
indicated by the new record of 
first half sales. The Eastern re- | 
gion, including many large cities 
and industrial districts, led with 
a 62.9 per cent gain, followed 
closely by the Southwest and the 
Pacific coast region, which gained | 
58.5 and 58.7 per cent respectively. 
In the midwest region, a 53 per | 
cent increase was made. The Flint 
region, even the northern cen- 


Toledo Plants Plan | 
$5,000,000 Expansion | 


TOLEDO. — Increasing business | 
activity in the oil, glass, automo- | 
tive parts and other industries | 
here, is seen in the announce-| 
ments made by 12 Toledo firms in 
the first half of 1936 of expansion 


Record - breaking 


| cial cars, 
crease of 52,856 trucks 
| Chevrolet weight class as com-|? 
| pared with 
27,759 are e Chevrolet units.” 


industrial cities 
and Detroit, 


states and 
as Cleveland 


tral 
such 


gained 46.1 per cent, and the At-| 
in- | 


lantic coast region, which 
cludes New York city and Phila- 
delphia, 45.3 per cent. In none of 
the nine regions was the gain less 
than 37.2 per cent. 

“Chevrolet sales of trucks 


that there is to be no sudden 


falling off of business in summer | 


months. Incidentally, I believe 
| that the payment of the soldiers’ 
bonus was as beneficial 
truck business as to the passenger 
car business, and that many ex- 
service men are 
bonus money into trucks as a 
| profit-making investment. The 


| bonus payment also has undoub- | 


to the large 


tedly contributed 
sales of used trucks, 
Chevrolet dealers sold 24,873 
June. 

“However, used truck sales have 
been showing a big boom all dur- 
ing the year, Chevrolet dealers 


in 


| having reported a total of 118,310 
deliveries of used trucks to the} 


end of June. These heavy sales 
have enabled them to reduce their 


stock of used trucks by 8,358 units | 


in the last two months. 

“Based on the latest available 
registration statistics for commer- 
there has been an in- 


last year, of which 


| that the sixth convention 


F tdher Guild 
Plans Meeting 
For Cleveland 


Announcement 
of the 
Fisher Body Craftsman’s Guild 
will be held in Cleveland, Aug. 26- 
29, inclusive, where the Great 
Lakes Exposition is now in prog- 
ress, was made today by Presi- 
dent William A. Fisher. 

More than 60 boys will attend 
| the gathering, among them four 
youths who will receive $5,000 
university scholarships as national 
| winners in the master class of 
| the 1936 model coach-building 
| competition. 
Names of these youths will be 
| made public at the annual ban- 
quet of the educational founda- 
| tion, scheduled for the opening 
| day of the convention. As in the 
past, the ceremony is to be con- 
transformed for 


DETROIT. 


| ducted in a hall, 
| the occasion into a replica of 
Guild Square in Brussels, long 
the stronghold of the ancient craft 
| guilds. 

It will be witnessed by the 18 
regional winners in the appren- 
tice class, the presidents or deans 
| of the 14 leading technical schools 
| and universities forming the in- 
| ternational board of judges, the 
|} 11 secondary school educators 
comprising the advisory board, 
General Motors officials and nu- 
merous guests. 

Both phases of the current com- 





in | 
June were 20,500, or only 250 be-| 
low the total for May, indicating | 


to the 


putting their | 


of which | 


in the| 


petition, which is open to boys of 
| from 12 to 19, inclusive, close Aug. 
1. Those enrolled in the master 
class build miniature Napoleonic 
coaches, competing on a national 
basis for the $20,000 in university 
scholarships offered as awards, 
| while entrants in the apprentice 
division construct simpler travel- 
ing coaches of the same era, vy- 
ing for state and regional honors. 


‘Exide Announces Four 


Commercial Batteries 


| PHILADELPHIA. — Four new 
commercial types of Exide batter- 
ies for trucks have been an- 
nounced by the Electric Storage 
| Battery Co. These have been put 
on the market to meet the de- 
mand for batteries especially de- 
signed for service on light, high- 
| speed trucks where the conditions 
are different from those under 
which passenger cars are operated. 


With Ryerson & Haynes 


JACKSON, Mich.—Wilder Gutter- 
| son, for the last 10 years sales man- 
ager automotive division of the 
American Cable Co., is now with 
Ryerson & Haynes, Inc., manufac- 
| turer of steel tire covers, automotive 
jacks, and other automobile parts 
|and accessories. 

| Gutterson will be in charge of the 





| New York office. 





programs totaling more than $5,- | ; 


000,000. 

Headed by the $1,500,000 de- | 
velopment of the Standard Oil re- 
finery and the $1,000,000 expansion | 
of the Libbey Glass plant, the list | 
also includes extensive additions 
by Pure Oil Co., Libbey-Owens- | 
Ford Glass Co., Doehler Die Cast- 
ing Co., Industrial Steel Castings | 
Co., S. M. Jones Co., National 
Supply Co., Champion Spark Plug 
Co., City Auto Stamping Co., In- 
terlake Iron Co., and Spitzer Paper 
Box Co. Many smaller expansion 
projects announced by other To- 
ledo firms are not included in this 
$5,000,000 total. 

It is estimated that about half | 
of this expenditure will be spent | 
on new buildings and half on new 
equipment. Several of these proj- | 
ects have already been completed, | 
while others are in progress. 


NASH PICKED a good space, 
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apparently, as Hascall Bliss, sales 


chieftain for the Kenosha manufacturer, seems well pleased. Mebbe 


| it was a story Chris Sinsabaugh of ADN, at the right, told him. 
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Counteracting Customer Shopping 


ar into the growing problem of “shopping” on 
the part of new car customers to get the highest 
allowance for their used cars, it would seem that many 
dealers have put much effort into building up this Frank- 
enstein which is now causing them distress. How often 
have you seen the dealer advertisement which reads: 
“Buy the sizzling Soup Plate Six’”—but equally empha- 
sized is the tag line: “Best allowance on your used car’’? 
How many dealers close their radio spots with the same 
tag line? 

If we invite customers to “shop” for the best allowance 
can we grouse very loudly when they do? If the dealer 
feels that the best offer he can make to attract customers 
is “the highest allowance” on the customer’s used car why 
shouldn’t the customer think so as well? 

One counteracting factor to buyer shopping as revealed 
in a survey by Automotive Daily News is the service de- 
partment. ADN has consistently maintained that the 
service department, particularly the quick services, such 
as the sale of gasoline, oil, lubrication, car washing, and 
tune-up work, opens an avenue of customer contact. Cus- 
tomer contact, plus satisfactory service, means customers 
retained. We are most happy, therefore, to find, in a sur- 
vey among car dealers, that those who fear “shopping”’ 
least are those who have given the greatest attention to 
their service departments. 


When Detroit Sweltered 

7) UBING Detroit’s recent torrid spell, with the mercury 

hovering around 104 F., the demand for electric fans 
exceeded the city’s supply on hand by several hundred 
thousand units. Just how many sales were lost because 
dealers had no fans to sell none can tell. In one corner 
drug store, which featured a fan at $1.59, the well stocked 
cellar was completely cleaned by the end of the second 
day. Some 350 fans were passed over the counter in this 
store by the sweltering clerk during the first day’s heat. 
Those of us who worry about heavy stocks of new or used 
cars might pause to consider the fan dealers of Detroit. 


Pace Maker for Industry 


mLvaN MACAULEY, president of Packard, who this 
week was elected for his ninth term as president of 
the Automobile Manufacturers Assn. pointed to the actual 
leadership of the automotive industry during the past few 
years of recovery. He called attention to the increase in 
sales and the stabilization of employment through the 
changes in show dates and the effect these improve- 
ments have had on kindred industry. Latest figures on na- 
tional business released by Brooke, Smith and French indi- 
cate that general business has returned to within 14 per 
cent of normal while new passenger car sales are 15 per 
cent above normal. This indicates that the automobile is 
still in the lead. 

Mr. Macauley also warns against Communism and ill 
advised legislation to control industry. Here, too, we think, 
the industry is in the lead. By its liberal treatment of 
workers from a social as well as monetary standpoint 
the automobile presents a barren front to the Communist 
agitator. By putting its own house in order it has obviated 
the need for governmental interference. This is the wise 
course in leadership which other industries may well copy. 


By the Publisher 


LET DOWN Up to now, as I be- 
THE gin today’s lesson 
RULES (?), the good dealer 
who took a few 
pokes at this column’s vulnerable 
chin last week has not countered 
back, but R. W. McDowell, of 
Uniontown, Pa., who styles him- 
self “an accountant in the em- 
ploy of an automobile dealer” has 
jumped over the ropes and into 
the ring, as you will note. by read- 
ing his interesting letter which 
appears in the adjoining column, 
“In This Corner,” under the head- 
ing “Dealer Losses.” Obviously 
we have touched on a _ subject 
which is nearest and dearest to 
a large number of our readers’ 
hearts and perhaps we will sus- 
pend all of the Queensberry rules 
and make it a free-for-all. The 
truth exposed never hurt anyone 
and we will leave it to the un- 
failing discrimination of our read- 
ers to select from the chaff in 
this repartee the golden grain 
which it may contain. 
* * of 


IN THIS morning’s Detroit 
“Free Press,” I read of a local 
juvenile case in which a 17-year- 
old boy, equipped with a driver’s 
license, which gives him all the 
authority he needs to get behind 
the wheel of a 100-horsepower car, 
has the following traffic police 
tickets to his credit: 


March 11—Struck a four-year- 
old child with his car and was 
released when the parents of 
the child refused to prosecute. 


June 18—He struck a man 
who later died. He was re- 
leased because there were no 
witnesses. 


July 15—Struck another car 
and sent three of its four oc- 
cupants to the hospital. 


That is all that he is charged 
with on the police traffic records 
since he was licensed, but it is a 
foregone conclusion that during 
the period of four and a half 
months he has dashed up and 
down the thoroughfares scaring 
the living daylights out of other 
drivers and maddening pedes- 
trians without number. It is per- 
fectly obvious that the minute he 
injured that child in the first ac- 
cident, his license to drive should 
have been suspended until he 
could prove to the police, after 
the most rigid examination that 
he was a safe and sane individual 
capable of controling the move- 
ments of the mile-a-minute pro- 
iectile which had been put into 
his hands. . Even if we are in- 
clined to fall in with those who 
claim that “a dog is entitled to 
one bite,” this boy was given a 
first bite and still a second. It 
seems scarcely reasonable that in 
two accidents, both involving 
pedestrians, could have been due 
solely to negligence on the part of 
the pedestrian. 

cS 1 * 

ONE WHO stands on the side- 
lines, but dependent on the pros- 
perity of an industry for his live- 
lihood, gets pretty much out of 
patience with the wishy-washy 
way in which we treat this whole 
matter of safety. Dealers are as 
much to blame as manufacturers 
suppliers of materials and seller 
media, like ourselves, who stand 
on the sidelines, are just as guilty 
of negligence. Bad drivers, as well 
1s bad cars, are making the 
streets and highways less safe 
with every passing month and yet 
only a handfull of earnest men 
in this entire industry are devot- 
ing any more than passing inter- 
est to the subject. It still is a 
case of “let George do it” (if he 
is damn fool enough to take time 
off from his own business to do 
it) and slowly, but as surely as 
Prohibition came to this country, 
this industry of ours is going to 
wake up some fine morning to 
find itself facing an angry public 
opinion which will not be satis- 
fied until it has had a taste of our 
blood.—G. M. §S. 


i tio 


Putting the Bee on the Balancer 





in This 


Corner 


The views expressed in this column are those of our readers 
and do not necessarily coincide with those of the editors. Readers 
are invited to use this space for voicing their opinions or ideas. 
Anonymous contributions will not be accepted but confidence will 


be observed upon request. 


Many Thanks! 


As a constant reader of ADN I 
have found the figures for produc- 
tion by various makes as pub- 
lished in your mid-week edition 
very useful. 

It occurs to me that they might 
be more so if you combined all 
the makes produced by General 
Motors and by Chrysler and 
showed a total for each company 
in addition to the breakdown by 
makes which you already give. 

Another slight change which 
might also be informative to your 
readers would be a monthly sum- 
mary of production by makes or 
preferably by companies, the fig- 
ures to be the companies’ where 
published and your’ estimates 
where company figures are not 
available. 

With the hope that you will 
find these suggestions acceptable 
and my best wishes for the con- 
tinued success of your paper, I 
am—Alan F. Beede, State Street 
Research and Management Corp., 
Boston. 


Down Under 


I like your paper well enough 
to have recommended it to many 
in Australia, but before I start 
more dealer subscriptions from 
our country in your direction you 
might allow this explanation of 
one point covered in your report, 
July 11 issue, on Australia deal- 
erships. 

From it your readers may gather 
that your expression “bird dog 
dealer” is mine, and that we have 
no real new car dealers. Most Au- 
stralian garages do rely upon the 
distributors to do the final clos- 
ing and will do so until the 
volume again justifies their stock- 
ing new cars and getting out 
and selling. Meanwhile they are 
instrumental in introducing a nice 
lot of business—and my particu- 
lar firm values their effort and 
facilities sufficiently to also wel- 


come and hasten their efforts to- 
wards catering for all forms of 
Oldsmobile service. 

That I believe is a general Au- 
stralian view of the independents 
which is not surprising since the 
present relatively small volume of 
50,000 annual new car sales over 
a continent larger than the 
U. S. A. does not permit of many, 
though we do have some real new 
car dealers in the American surge. 

-J. H. Rhodes, Rhodes Motor Car 
Co., Pty., Ltd., Melbourne, Au- 
stralia. 


Dealer Losses 


I have just finished reading, with 
great interest, the letter at the 
head of the “Word in Edgewise” 
column, in the July 11 issue, with 
GMS'’s reply thereto. Being an 
accountant in the employ of an 
automobile dealer there are some 
phases of this matter I have come 
into pretty close contact with, and 
if you will pardon the statement, 
I think you have rather rolled 
with the punch, rather than coun- 
tered in certain portions of your 
reply, to continue your own com- 
parison. 

I haven’t any quarrel with the 
publication of registration figures. 
I regard these figures as most 
valuable and useful. But do you 
really believe dealers as a whole 
have made more money in 1936 
than in 1935? Sales have been 
bigger, true enough, through fac- 
tory pressure, but if there is any 
business of which you have know- 
ledge which shows a smaller per- 
centage of profit to the gross bus- 
iness done, many of us would like 
to see the figures published. 

During the first part of 1935 the 
NRA code, toothless as it was, kept 
the majority of the dealers from 
giving away their entire profit in 
used car overallowances, but since 
this code was thrown out, a far 
too large proportion of the deal- 
ers, goaded by factory high pres- 
sure, have put volume ahead of 

(Continued on Page 16, Col. 3) 
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Who Buys the 
Higher Priced Cars? — 


an automobile manufacturer wanted to know He found out! 


HE SALES MANAGER 

of a great automobile com- 

pany regarded the magazine 
before him with a critical eye. 


**Six million families represent a 
lot of potential business,’’ he said. ‘*But are 
these readers of The American Weekly the kind 
of people who buy our cars? It is nota low-priced 
car. It costs $1,000 and up, delivered.”’ 


With that question, he made advertising history. For his 
query gave rise to one of the most illuminating surveys ever 
conducted—a survey that was to influence the advertising 
policy not only of his own company, but of many other 
large manufacturers as well. For this survey brought to light 
vital facts about buying power that touch the very founda- 
tions of marketing. 

‘*There is only one way to answer your question con- 
clusively,’’ said the representative of The American Weekly. 
**Call in an independent and impartial research organiza- 
tion. Let them interview two thousand or more buyers of 
your car to find out how many of them read The American 
Weekly as well as other weekly magazines. Talk to these 
car buyers in their homes. That will give you the answer 
in black and white.”’ 

The sales manager supplied the names of recent purchas- 
ers of his automobile (let us call it the ‘‘Jones’’ car) and a 
nationally known research organization was engaged to do 
the job. In all, 2,003 ‘‘Jones’’ car buyers were interviewed 
in Pittsburgh and Detroit, two large industrial cities, and 
in Schenectady, N. Y., and Rockford, IIl., two cities of 
about 100,000 population each. 


What the doorbell-ringers learned 


Did these buyers of ‘‘Jones’’ cars read The American 
Weekly? Did they! It was the one national weekly they 
read above all others. Out of 1,500 ‘‘Jones’’ owners who 
read any of the six leading national weekly magazines, 
NINE HUNDRED were readers of The American 
Weekly. A clear 60% of the total—and nearly 50% more 
than read the next largest national weekly. The other four 
weekly magazines trailed with lesser numbers of readers. 
Moreover, The American Weekly provided almost 
as much exclusive circulation among these ‘‘Jones’’ car 
buyers as all the other five weekly magazines combined! 

Decisively and conclusively, the lead- 
ership of The American Weekly was 
established in this higher-priced auto- 
mobile field—just as it had already been 
established in the general automobile 
field (more car owners among its fami- 
lies than any other national magazine 


There is mo editorial yardstick ; $ 
has circulation). 


for buying power 


Greatest 
Circulation 
in the World 


A copy of the survey that gave 
this overwhelming proof of buying 
power will be shown to any adver- 
tiser on request. It proves not only 
that readers of The American 
Weekly own more higher-priced 
cars, but also that they own more 

second cars, more electric refrigerators, more radios. And 
—this may surprise some advertisers—it proves that they are 
the same kind of people as the readers of other magazines, 
save for one important difference: THERE ARE MORE 
OF THEM! 


The one great selling force 


This survey also proves that whatever you have to sell, the 
greatest number of buyers to be reached through any one 
means of advertising are among the readers of The American 
Weekly. In the richest trading areas of the country, where 
the great volume of all merchandise is bought, this mighty 
magazine concentrates its nearly six million circulation. It 
reaches 20% to 50% or better of all the families in 627 of 
the 995 key cities of 10,000 population and over. These 
995 key cities account for 70% of all retail sales. 

Here is the advertiser’s principal point 
of contact with the buying power of the 
nation. Here his sales message simulta- 
neously commands the attention of one- 
fourth of all the English-publication- 
reading families in America. With one 
powerful impact, it carries an advertis- 
ing message and creates a nation-wide 
impulse to BUY. There is no other way 
to win volume sales in the volume 
market so quickly, so inexpensively,  O”™’nayjl she rites 


Where this magazine goes 


The American Weekly is the largest magazine in the world. It is 
distributed through the 17 great Hearst Sunday newspapers. In 627 of 
America’s 995 towns and cities of 10,000 population and over, The 
American Weekly concentrates 67% of its circulation. 

In each of 174 cities, it reaches better than one out of 
every two families 

In 144 more cities, 40 to 50% of the families 

In an additional 134 cities, 30 to 40% 

In another 175 cities, 20 to 30% 


. and, in addition, more than 2,000,000 families in thousands of 
other communities, large and small, regularly buy and read The 
American Weekly. 


Cock-A-Doodle-Doo! 


The first six months of 1936 were the largest in volume of linage 
and revenue of any six months’ period in the history of The American 
Weekly and the gain of The American Weekly exceeded that of any 
other national magazine. The month of June was the sixth successive 
month of linage and revenue gains for the year 1936 


THEN ERICAN 


= WEEKLY 








The SOCIAL REGISTER 


of 
AMERICAN BUSINESS 


A partial list of Important Advertisers in The American Weekly 
during 1934, 1935 and 1936 


Admiracion Laboratories, Inc 

Affiliated Products 
Edna Wallace Hopper 
Neet 

American Can Co. 

American Chicle Co. 

American Kitchen Products Co. 

American Lady Corset Co 

American Safety Razor Corp 

American Tobacco Co 
Half and Half Tobacco 
Lucky Strike Cigarettes 

Armour and Company 

Associated Oil Co 

Ass'n. of Pacific Fisheries 

Axton-Fisher Tobacco Co., Inc 

Babbirt, Inc., B. T. 

Bauer & Black 

Ben-Burk, Inc. 

Best Foods, Inc., The 

Borden Co., The 

Boston Varnish Co. 

Boyle Company, The A. S 
Plastic Wood 
Three-in-One Oil 

Bristol-Myers Co 
Ingram‘s Milkweed Cream 
Ipana Tooth Paste 
Mum 
Sal Hepatica 

Brown & Williamson Corp 
Kool Cigarettes 
Raleigh Cigarettes 
Sir Walter Raleigh Tobacco 

Burnett Co., Joseph 

California Fruit Growers Exchange 

California Packing Corp 

Campana Sales Co. 

Champion Spark Plug Co 

Cheramy, Inc 

Chesebrough Mfg. Co., Cons'd 

Chieftain Mfg. Co., The 

Chrysler Corporation 
Dodge Bros. 

Plymouth 

Clorox Chemical Co. 

Coca-Cola Co. 

Colgate-Palmolive-Peet Co. 
Dental Cream 
Palmolive Soap 
Super Suds 

Conklin Pen Co. 

Continental Can Co 

Corning Glass Works 

Crosley Radio Corp., The 

Dennison Mfg. Co. 

Ethyl! Gasoline Corp. 

Fitch Co., F. W 

Florida Citrus Commission 

Ford Motor Company 

Formfit Company, The 

Franco-American Food Co. 

Frederics, Inc., E. 

Frigidaire Corporation 

Frostilla Co 

General Cigar Co. 

General Electric Co. 

General Foods Corp. 
Calumet Baking Powder 

ell-O 
faxwell House Coffee 
Minute Tapioca 

General Mills, Inc. 
Bisquick 
Gold Medal Flour 
Wheaties 

General Motors Corp. 
Buick . 
Chevrolet Motor Co. 
Fisher Body Corp. 
Oldsmobile 
Pontiac 

General Tire & Rubber Co. 

Gillette Safety Razor Co 

Glass Container Ass'n. of America 

Glover Co., Inc., H. Clay 

Gold Dust Corporation 
Shinola 
Silver Dust 

Goodrich Co., The B. F 

Goodyear Tire & Rubber Co., Inc 

Great Atlantic & Pacific Tea Co. 


Grocery Store Products, Inc 

Heinz Co., H 

Hubinger Co., The 

Hudnut, Richard 

Hump Hairpin Mfg. Co., The 

Hygienic Products Co. 
anvier, Inc., Walter 

ergens Co., Andrew 
ohn Hancock Mutual Life 
Insurance Co. 

Johnson & Johnson 

Kaufmann Bros. & Bondy, Inc. 

Kellogg Co. 

Kelvinator Corporation 

Knox Gelatine Co. 

Kolynos Co., The 

Kotex Company 

Kraft-Phenix Cheese Corp. 

Lambert Pharmacal Co. 

Lamont, Corliss & Company 
Pond's Face Creams 
Pond’s Face Powder 

Lane Bryant 

Leeming & Co., Inc., Thos. 

Lehn & Fink Products Cor 

Libbey-Owens-Ford Glass & 

Libby, McNeill & Libby 

Lorillard Co., Inc., P. 

McKee Refrigerator Co. 

Metropolitan Life Insurance Co. 

Nash Motors Co 

National Biscuit Co. 

Ritz Crackers 
Shredded Wheat 

National Carbon Co 

National Radio Institute 

Norwich Pharmacal Co., The 

Old Dutch Cleanser 

Oyster Institute of North America 

Pacific Mills 

Packard Motor Car Co 

Park & Tilford 

Parker Pen Co., The 

Penick & Ford, Ltd., Inc. 

Pennzoil Co., The 

Pepsodent Co., The 

Perfection Stove Co. 

Pillsbury Flour Mills Co. 

Pineapple Producers 
Cooperative Ass’n., Led 

Potter Drug & Chemical Co. 

Premier-Pabst Corp. 

Procter & Gamble Co., The 
Camay 
Ivory Soap 
Oxydol 

Quaker Oats Company, The 
Aunt Jemima 
Quaker Oats 

Reynolds Tobacco Co., R. J. 

Royal Lace Paper Works, Inc. 

Schenley Products Co. 

Schnefel Bros., Inc. 

Scholl Mfg. Company 

Sealed Power Corporation 

Seminole Paper Corp 

Sheaffer Pen Co., A, 

Simmons Company 

Simoniz Co., The 

Socony-Vacuum Oil Co., Inc. 

Staley Mfg. Co., A. E. 

Stanco, Inc. 

Standard Brands, Inc. 
Chase & Sanborn’s Coffee 
Fleischmann’s Yeast 
Tender Leaf Tea 

Standard Oil Co., The 

Sta-Rite Hair Pin Co. 

Sterling Products Co. 

Bayer Aspirin 
Phillips Milk of Magnesia 

Swift & Company 

Tootsie Rolls Co., The 

Union Oil Co. of Califorma 

United States Rubber Co. 

Wander Co., The 

Warren Corp., Northam 
Cutex —Glazo 
Odorono 

Watkins Co., The R. L. 

Wrigley Jr. Co., Wm. 

Young, Inc., W. F. 


What $18,000 buys 
in The American Weekly 


A full page in color more than twice the size of any other 
magazine page in the world . . . 5,858,468 families at a cost 
of about 14 cent per family . . . the attention of the entire 
family instead of a single buying factor. 


“The National Magazine with Local Influence” 


Main Office: 959 Eighth Avenue, New York City 


Branch Offices: Patmotive Buipc., Cuicaco 5 WintHrop Square, Boston Arcave Buipe., St. Louts Epison Bioc., Los ANGELES 








Mowapnock Bipc., San Francisco Generat Motors Bioc., Detroit Hawna Buipc., CLevetann 101 Marietta St., ATLANTA 
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Bidétnized Lubrication J ae Sales Volume 13% 


Saginaw Dodge | Dealer Finds | 


Profits in New Department | 


By E. M. LUBECK 


SAGINAW, Mich. 


of the lubricating department has 
increased lubrication sales volume 
73 per cent for the K. A. Lord, 
Inc., dealers in Dodge and Plym- 


outh cars at Saginaw, in less than | 


six months. At the same time the 
number of cars put through the 
department increased 49 per cent 


and the average lubrication sales | 


per car increased 17 per cent. 


Completing the renovation and | 


modernization of the department, 


that there was business to be had 
by going after it. He began an in- 
tensive campaign for car owners 
of all makes to come in for a 


scientific lubrication job. His No- | 


vember sales mounted to $388.77, 
although the number of cars for 


the month reached a total of 138. | 
Sales per car ran from $1.03 to} 


$3.79, while the average for the 
| Chrysler 


| Chrysler Corp. on a two-day trip 
| to the plant this week. 


month amounted to $2.42. 
Average Boosted 


Lord was convinced that with 


some sales each day running above | 
the $2.50 mark for the lubrication | 


work, he could boost the average 
considerably. Consequently a fol- 


low-up system was installed and | 
carefully operated. Direct-by-mail | 


was added with the result that in 
April his Daily Lubrication Sales 


Employing cation 
modern merchandising methods in | 
connection. with a modernization | 


point fittings were found 
|missing on several cars. 
| sold out of stock $4.89. Lord says 
|that when the car is on the hoist 


The | 





$ EMT iRELy Dir 
AMD HIGHLY specials 
LUBRICANTS ReouMED 
4S PROPERLY LOBDACATE Pome cag 


|and carefully inspected the sales-| 


|}man has 


better operation and efficiency. 


New Equipment 
Lord has incorporated 


| ground well illuminated to attract 


the owner and says he is on his| 


way to meeting competition by 


last November, K. A. Lord found giving the owners the best lubri- 


cating job in town. Lord’s new 
department caters to all makes 


| of cars besides Dodge and Plym- 
| outh. 





| 
| 
| 
| 
| 


guide figures show that the in-| 
crease in cars lubricated jumped | 


to 206, or a 49 per cent gain, while 
the volume in some _ cases 


amounted to as much as $4.36 per | 


car. Quite a number of days the 
sales showed well above the usual 
mark and resulted in the sales per 
car for the month jumping to 
$2.83 or an increase of 17 per cent. 


Total volume of business for 


the department by means of the | 


intensive effort on the part of the 


organization mounted to $584.82, | 


a gain of $246.45, equal to the in- 


crease of 73 per cent over the fig- | 


ures of $338.37 shown for Novem- 
ber. Included in this volume was 
checking with the owners for re- 
packing front wheels resulting in 
$30 being taken in for work which 
heretofore had been neglected, 
while at the same time owners 


had their attention called to the) 


need for oil filters. $35.75 was 


rung up on the cash register for | 


filters alone. The company also 


observed that universal joint boots | 


were lacking on some cars. They 
sold $4.80 worth of this item by 
simply calling the owners’ atten- | 
tion to the missing parts. 


Two Dealer Bodies 


To Visit Chrysler 
DETROIT.—Chrysler and Plym- 
outh dealers from Milwaukee and 
Altoona, Pa., will be guests of the 
Sales division of the 


Milwaukee will send 30 dealers 
under the chaperonage of the 
Crown Motor Co. The Altoona del- 
egation will number 40, with Penn 
Motors, Inc., in charge. 

On Monday the visitors will in- 
spect the Plymouth plant, Chrys- 
ler engineering building, Chrysler 
Motor parts department and Forge 
department. In the evening they 
will be guests of the Chrysler 
Sales division at a dinner and en- 
tertainment at the Detroit-Leland 
Hotel. 

Tuesday’s itinerary comprises an 
inspection of the Kercheval Body 
plant and the Chrysler manufac- 
turing plant. The dealers will be 
guests of the company at lunch- 
eon and in the afternoon will start 
a driveaway of 70 cars. 


Libbey-Owens-Ford Closes 


Two Plants for Repairs 

TOLEDO. Libby- ecu Ford 
Glass Co. officials announced it 
would close the Rossford and 
East Broadway, laminated glass 
plants about July 26 for 10 days 
|}to allow for repairs and general 
| overhauling. 

This is the first time since Jan. 
3, 1935, that the glass plants have 
ceased operations for even a day 
due to large demand for safety 
glass. 

Although the East Broadway 
plate glass plant needs a similar 
overhauling, officials said they 
would be unable to shut it down 


Lubri- at this time. 





URTIS EQUIPMENT 


is built for lasting satisfaction 


CURTIS COMPRESSORS 


are efficient, dependable, 
and long-lived. Timken 
bearings. Centro-ring oil- 
ing. Centrifugal unloader. 
“V" belt drive. 4 to 
10 h.p. 


CURTIS 


CURTIS LIFTS 


are full size, safe, easily 
operated, and trouble- 
Self - leveling plat- 
Automatic drop- 


Oil 


free. 
form. 
away wheel guides. 


locked. 


CURTIS PNEUMATIC MACHINERY CO. 
1993 Kienlen Avenue, St. Louis 
New York 


Chicago San Francisco 


an opportunity to sell | 
| items which will contribute to its | 


in his | 
| modernized lubrication section all | 
the new equipment, built a back- | 


SALES VOLUME JUMPED 78 per cent after K. A. Lord, Inc., Dodge-Plymouth dealer at Saginaw, 
Mich., installed this modernized lubrication department. 
equipment in his remodeling plan and is now drawin g dividends on his investment in the form of greatly 
increased profits. All makes of cars are serviced in addition to the lines handled by the firm. 


Lord included all of the most useful shop 





Atlantic on 


(See picture 


NEW YORK.—Twenty German 
automobile dealers, they sell Gen- 
eral Motors’ “made in Germany” 
Opel cars and Blitz trucks, ar- 
rived in New York on the Zep- 
pelin Hindenburg last Monday, 
more or less the guests of General 
Motors while in this country. 


The dealers will fly to Detroit 
from Newark in two special East- 
ern Airlines planes, thus complet- 
ing the journey exclusively by air. 

During the week the dealers 
will be guests at luncheons given 
by various General Motors of- 
ficials and will inspect such 
points of interest as the General | 
Motors Bldg., General Motors Re- 
search Laboratory, Chevrolet 
Gear and Axle plant and the 
Cadillac plant in Detroit, the 
Buick and Chevrolet plants at 
Flint, General Motors Truck and 
Pontiac plants at Pontiac and the 
General Motors Proving Ground 
at Milford. They will be special | 
guests on Saturday at the Chev-| 
rolet Soap Box Derby races. 

The party will return to New 
York, leaving July 27 by bus, 
stopping at Cleveland to inspect | 
the Winton Engine Corp. plant | 
where General Motors has built 
practically all of the diesel en- 
gines now powering streamline 
trains and diesel locomotives in| 
this country. They will sail for| 
home on the S.S. Bremen, Aug. 1. 

Last Thursday the party of 20) 
were guests of honor at a dinner 
given by General Motors Export | 
at the Waldorf-Astoria. This din- 
ner was attended by the fol- 
lowing: 

Overseas Operations—J. D.| 
Mooney, G. K. Howard, E. W. 
Smith, W. B. Wachtler, T. W.| 
| Tinkham, W. K. Norton. 

Export Division—A. J. Wieland, 
Cc. R. Evans, R. F. Merrick, Hans 
de Mierre, E. H. Hempel. 

GMAC—J. J. Schumann jr., I.) 
| C. McCreery, C. G. Stradella, J. A. 
Callan, Glyn Davies. 


Outside — George 
tional Automobile 
Commerce; Hans Borchers, Ger- 
man consul general; Dr. Becker, | 
German commercial attache; Herr | 
Begener, president German- 





Bauer, Na-| 
Chamber of 








| tin Spengler, of Martin Spengler, 


| Albert Wurth, of Kraftfahrzeng- | 
| Gesellschaft, 


‘Sales Up 50 Per Cent 


| manufacturers of automotive re- 


|acts as an agent for U. S tires, of 


‘ucts of this firm. 


GM German Dealers Cross 


99 | 


“*Hindenburg 


on page 3) 
American Chamber of Commerce. | 
Jacob Bachem, of Johann | 
Bachem, Bonn; Heinrich Banger, | 
of Adam Opel A/G, Russelsheim; | 
George Beuchel, of Open Auto-| 
mobil Verkauf, Erfurt; Heinrich 
Bieling, of Heinrich Bieling, 
Recklinghausen; Otto Forster, of 
Adam Opel A/G (branch), Mag- 
deburg; Hermann Haas, of Auto- 


| mobile Verkaufs G.m.b.H., Offen- | 


bach A. M.; Victor Haas, of Opel-| 
Automobile Verkaufs A/G, Frank- | 
furt A. M.; Eugen Holz, of Eugen 
Holz, Neustadt a.H.; Kurt Kan- 
nenberg, of Kurt Kannenberg, 
Stettin; Fritz Kiffe, of Automo-| 
bilhaus Fritz Kiffe, Munster i.W.; | 
Gabriel Kropf, of Gabriel Kropf, 
Nurnberg; Martin Lierbermann, 
of Martin Liebermann, Zeulen- | 
roda; Bruno Pfitzner, of Automo- 
bil-Zentrale Bruno Pfitzner, stolp; 
H. R. Praesent, of Ernst Dello & 
Co., Hamburg; Ernst Sommer, of | 
Ernst Sommer, Ravensburg; Mar- | 


Konigsberg; Kurt Spiek, Allen- 
stein; Paul Staiger, of Auto| 
Staiger G.m.b.H., Stuttgart; Dr. 


Dortmund; C. T.| 
Zaoral, of Adam Opel A/G, Rus- 
selsheim. 


For Laher Spring Co. 
PORTLAND, Ore.—F. J. Laher, 
president of Laher Spring & Tire 
Co. announces that the company’s 
sales for the first six months of | 
this year will be more than 50 
per cent greater than for the cor- 
responding period of 1935. 
Laher’s organization is one of | 
the West’s oldest and> largest | 


placement springs, tires and brake 
lining, with branches in eight 
western cities. The company also 


which each branch carries a com- 
plete stock for all cars and trucks. 

Heavy newspaper advertising is 
declared to be the chief reason for 
the increase in sales on all prod- | 





Reynolds Spring 
Plant Addition 


JACKSON, Mich. —Anticipating 


| an increasing demand for springs 


| for the forthcoming 1937 automo- 
| bile models, the Reynolds Spring 
Co. has started immediate con- 
struction on a $200,000 addition 
to its plant here in order to have 
it ready for operation by Sept. 1. 
The new building will be two 
stories high, 300x130 feet, and will 
be built of steel, concrete, and 
brick. It will add 78,000 square 
feet now utilized by the company 
for spring manufacture. 

The company now employs 1,900 
persons in its spring and molded 
plastics plants here, with 1,600 of 
the total engaged in the manufac- 


|ture of springs for motor car 
| seats. 


This new construction will 
necessitate the addition of several 
hundred more people when the 


| new addition is completed. 


Packard 120 Sales 
Firm in Ontario 
TORONTO (UTPS). — Sale of 
631 of the new Packard 120 cars is 
reported by the Packard-Ontario 
Motor Co., Ltd., of this city, dur- 
ing the past 15 months. 
The 631 purchasers included 138 
persons who formerly drove 
Packards. 


| NOTHING COMPARES WITH 


vee WELD 


§ CYLINDER 
CRACKS 


a 
VALVE 


PORT 
CRACKS 
A Liquid Metallic Preparation--Welds 
Inside Cracks in Cylinder Block--Also 


for making tight Joints--Weld stays tight 
indefinitely--Will not Clog Radiator. 


Guaranteed 


MILLER MFG. CO. 


1218 Kaighn Ave., Camden, N. J., U.S.A. 
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SARATOGA: New tracks ope? and 
ol ail, but there is only one Saratoga. It has 
the glory of tradition and a beauty earned with years. 
Its great stakes— 1raverss Hopeful or Gold Cup—are 
more than horse-races- Saratoga picks ‘ts thorough- 
breds. And Saratog@ picks its audience. Like all good 
shows, it does not appeal to one sex alone ‘tis equally 
attractive to both men and women. Walk with them at 
post time to sightly boxes in the club house. These 
thousands of men and w‘ ymen are drawn from all walks 
of life by the superb show that is Saratoga. They appre- 
ciate (and can afford) the best entertainment of its kind! 


IN RE pBOOK: Magazines select their 
audiences of men or women— as infallibly as do 
sporting events. Magazines, too, are in the show busi- 
ness. Some appeal only to mer _others to women. 
Some, like Redbook, appeal to both. Editorial con- 
tent pitched low in emotional appeal opens the pages 
to a mob. But editorial content of high standard in 
fiction OF articles attracts alert, critical men and 
women, people who think and understand. 

Redbook is edited for the men and women of 
good taste, and intellectual curiosity. Its readers num- 


ber 1,000,000 families. Yet it is not 4 mass magazine! 


In spending ability aS well as intellect, Redbook 


readers stand out from the crowd. The average 1n- 
come is $41 50- about three time America’s average: 
They are well-equipped families. 727 out of 1000 owm 
cars. 34-770 intend to buy 4 new car within a yea: 

It is a rich family market, these people selected by 
the high standards of Redbook entertainment. Youcan 
reach them for the modest sum of $2.48 per thousand. 


a FINE sHOW sELECTS a FINE AUDIENCE. 
ADVERTISE To YOUR BETTER CUSTOMERS IN REDBOOK. 





WASHINGTON.—The used car 
bugaboo is being routed in good 
order by members of the Wash- 
ington Automotive Trade Assn. 

Reporting for June, the associ- 
ation points to a reduction in 
stocks of 13.6 per cent and an in- 
crease of 2.6 per cent in sales. 

All members of the association, 
reporting for the seventh consecu- 
tive time, sold a total of 5,049 
used car units during June. Stocks 
at the end of the month totaled 
3,787, indicating a 23-day supply. 
Last year at this time there was 
a 32-day supply. 

From the sales standpoint, the 
most popular models were of the 
1931 vintage, which accounted 
for 16.3 per cent of total sales. 
On the inventory side, heaviest 
stocks ranged around the 1931 
models also, which accounted for 
15.2 per cent of the total. 

Following are the sales and 
stocks of various models 


Sales 
Units Pct. 


Stocks 
Units Pet. 
1928 and 
215 
452 
534 
582 
473 
413 
567 
501 

50 


708 
693 


BOE vccecccess 
BOBO se ccvccccene 


tt et bet pet 


PONS rSwrs 
SOM ONWASOW 
tat at at tt et pe 
Po me 
Oo bo BO CHO ee © cw 


mee 


3,787 


United Rubber Adds 


New Products to Line 


NEW YORK.—A new line of 
automotive accessories, featuring 
many new products and a new 
packaging program, is announced 
by United States Rubber Products 
Inc. 

The new products are: hydraulic 
brake fluid, white rubber tire 
coating, battery cables, radiator 
hose, auto body cleaner, touchup 
enamel, auto top sealer, radiator 
solder, radiator flush, chromium 
cleaner, tar remover, chemically 
treated polishing cloths and knit 
polishing cloths. 

Two items in this group which 
are expected to meet with un- 
usually speedy acceptance are the 
hydraulic brake fluid and the 
white rubber tire coating. 
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Washington Dealers Rout Used Car Bogey 


June Report Shows Stocks 
Down as Sales Increase 





Melpak Shows 
New Method of 
FWB Lubrication 


PHILADELPHIA.—A new pres- 
sure lubricating service for front 
wheel bearings has recently been 
introduced by the Melpak FWB 
Service of this city. Its sponsors 
claim that the Melpak lubricator 
is the only existing method for 
pressure lubrication of front 
wheel ball and roller bearings. 

Trials of the lubricator have 
been conducted simultaneously 
over a period of several months 
by a large number of service sta- 
tions. Reports are said to indi- 
cate that the Melpak lubricator, 
in addition to doing a thorough 
job, enables a service attendant 
to grease front wheel bearings 
in less than half the time form- 
erly required. 

The bearing is “sealed” in an 
upright position and the lubricant 
is forced into the bearing from 
the inside through an ordinary 
pressure fitting. Any standard 
make grease gun may be used. 
Old grease is forced outward and 
replaced by new grease. Any de- 
fects in the bearing are instantly 
revealed by the way in which the 
lubricant comes through. 

The Melpak lubricator consists 
of the working mechanism 
mounted on a steel stand of con- 
venient height which is provided 
with a swivel tray to accommo- 
date cotter pins, bearings, parts, 
tools, etc.; a drift punch, alum- 
inum plug inserts, and a complete 
front wheel lubrication chart, The 
lubricator can be supplied with- 
out the stand and tray, if desired. 


Bendix Appointee 

SOUTH BEND, Ind. — R. Karey 
has been named chief engineer of 
the outboard motor division of Ben- 
dix Marine Products Co. Karey was 
formerly chief engineer of the ‘John- 
son Motor Co. He had held that 
position for the past 10 years. He 
has had wide experience in marine, 
diesel and two-cycle engines. 


3 MODELS 
$395—$785—$1185 
f.o.b. Detroit 


% Six months ago we made a bid for automobile dealers 
—promised them an opportunity for big EXTRA profits 
from trailer coach sales. Today over six hundred deal- 
ers are Covered Wagon representatives—building a profit- 
able, rapid turnover business with no troublesome trade- 
in problem. Covered Wagon sales are over 1000% greater 


—increasing at an amazing pace. 


You still have time to 


step up your profits without adding to overhead or your 


present investment. 
franchise. 


Get the facts on a Covered Wagon 
Learn about this new year-’round business 


that has helped put extra profits into 
hundreds of automobile dealers’ hands. 


Tomorrow may 
wire or phone today! 


be too late. Write, 
Fall and winter 


travel needs are just around the corner. 


Act now. 


COVERED WAGON COMPANY 


435 Cass Avenue 


Mt. Clemens, Michigan 


Suburb of Detroit 


THE PICTURE which Bradshaw Crandell, well known illustrator, is painting will be used as a high- 
way poster to advertise the Soap Box Derby to be held at Madison Square Garden Bowl, Long Island 
City, N. Y., on Aug. 4. The subject is nine-year-old Peter Fernandez, professional model, and the car is 
“Number 7,” the original 1933 Soap Box Derby racer. The Garden City event is one of 115 such contests 
being staged throughout the country this month and next, under the sponsorship of Chevrolet Motor Co., 


as a preliminary to the All-American Soap Box Derby finals at Akron, O., 


Aug. 16. 





Women Drivers Increase; 
Account for 35% of Total 337% Over May, 


DETROIT:—The fact that ap- 
proximately 35 per cent of the 
automobile drivers today are wo- 
men and that the number of 
women drivers is constantly grow- 
ing may be attributed largely to 
the tremendous strides that have 
been made in the engineering and 
designing of cars. 

This is the opinion of W. R. 
Tracy, in charge of sales for the 
Hudson Motor Car Co., in discus- 
sing the evolution of the automo- 
bile of today from the horseless 
carriage of the early part of the 
centruy. 

“In 1928,” said Tracy, “approxi- 
mately 20 per cent of the drivers 
were women. In 1932, the percen- 
tage had grown to 25 per cent and 
today it is estimated that at least 
35 per cent are women. Accurate 
figures are impossible, due to the 
fact that some states still do not 
require drivers’ licenses.” 

Tracy pointed to the improve- 
ment that has been made in steer- 
ing gear design, brake construc- 
tion and gear shifting as con- 
tributory factors towards increas- 
ing he number of women drivers. 
“Only a few years ago,” he said, 


Celluloid Corp. 
Makes s Changes 


NEW YORK. — “— Celluloid Corp. 
has announced the following 
changes in its sales organization: 

Harry F. Eels, formerly assist- 
ant treasurer in charge of credits 
and collections, has been ap- 
pointed assistant director of sales 
of the sheet, rod and tube divi- 
sion. 


David S. Hopping has been ap- 
pointed assistant director of sales 
of the packaging division to take 
active charge of the sales promo- 
tional work in this division and 
to co-ordinate the national adver- 
tising of the company with its 
field work. 

S. S. Bareford, who formerly 
was assistant director of sales of 
the sheet, rod and tube division, 
was appointed special sales repre- 
sentative of this division to devote 
his entire time in the field. 

Edward H. Miller, formerly as- 
sistant credit manager, has suc- 
ceeded Eels with the title of 
credit manager. J. H. Tunison 
succeeds Miller as assistant credit 
manager. 





“it really was fatiguing for a 
woman to take a long drive. In 
order to bring the car to a stop, 
considerable pressure was neces- 
sary on the brake pedal. 

“Tt was a task to shift gears so 
that there would be no clash. It 
was distinctly fatiguing to push 
in on a clutch that had the hard 
action of those days and at the 
same time to fumble around with 
a shift lever that seemed to be 
placed in a position so as to make 
it necessary to go through gym- 
nastics in order to operate it. In 
turning a corner, the driver had to 
throw all his weight on the steer- 
ing wheel. Cars of those days were 
cumbersome, and to turn a car 
weighing some two tons was no 
job for the average woman. 


1,200,000 Enter 
Standard Oil 
Mileage Test 


CHICAGO. — The Standard Oil 
Co. of Indiana mileage test for 
owners in 14 states has drawn a 
total of 1,200,000 contestants 
whereas only 300,000 had been ex- 
pected in advance to enter, ac- 
cording to an announcement here. 
Opening on May 1, with entries 
eligible up to July 5, the final re- 
ports of motorists in the effort to 
learn “the truth about gasoline 
mileage” must be in by Sept. 18. 
Prizes totaling $5,000 in cash, and 
500 merchandise awards will be 
presented to those submitting the 
best records and comments on 
experiences during a 65 days’ 
period. 

According to a statement from 
Standard Oil headquarters, “the 
test is expected to demonstrate, 
at least to all participating, that 
claims based on laboratory or of- 
ficial road tests can be almost 
anything, but the mileage that 
counts is the mileage that the 
consumer actually gets in his own 
car.” 

Data provided by the records 
sent in by contestants will be util- 
ized by the company’s engineers 
to get a new slant on perform- 
ance of gasoline under the condi- 
tions of every-day use, according 
to Standard Oil, 


Car Sales Rise 


Texas cas Reports 


AUSTIN, Tex. — The Bureau 
of Business Research reports 
that sales of new automobiles in 
Texas during June rose sharply 
over the preceding month and 
the like month last year. 

“Reports from 15 representa- 
tive Texas counties,” the bureau’s 
survey disclosed, “show a total 
of 8,266 sales, an increase of 33 
per cent over May and 64 per 
cent over June, 1935. Aggregate 
sales in these counties during the 
first half year were 38,751, an 
increase of 23 per cent over the 
corresponding period last year.” 

The report pointed out that 
“the percentage increase in sales 
of the lowest price group during 
June over the two comparable 
periods was greater than the per- 
centage increase of all groups 
combined. For many months past, 
the lowest price group has been 
making relatively the poorest 
showing.” 


Calif. Dodge Distributor 


Will Enlarge Facilities 
SAN FRANCISCO. — An indi- 
cation that the automotive trade 
is good in San Francisco is further 
evidenced by the fact that J. E. 
French, president of the J. E. 
French Co., Dodge and Plymouth 
distributors here for the past 14 
years, has announced that the 
firm early in August will move to 
new and larger quarters on Van 
Ness Ave., the city’s motor car 
row. The new home will give the 
French Co., the largest and finest 
Dodge dealer establishment west 
of Chicago. Some idea of the mag- 
nitude of the French Co.’s busi- 
ness is noted by the fact that at 
the start of the present selling 
season with the announcement of 
the 1936 models, the company’s 
initial order for new Dodge cars 
amounted to over $1,000,000 worth 
of automobiles, the largest single 
order ever received by the Dodge 
factory. 





Stamping Engineer — Wanted ex- 
perienced man familiar with small 
and medium size stampings and 
assemblies. Capable of estimating 
stampings, designing tools and 
dies. State age, past experience, 
former connections, references and 
salary expected. Information con- 
fidential. Box 1107, Automotive 
Daily News, 527 New Center Bldg., 
Detroit, Mich. 
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A PROFITABLE AUTOMOTIVE MARKET 
72.8% of our 853,000 subscribers 


own passenger automobiles—average 
10,275 miles annually..... EA OQ Ly Ls il 
NINA 


THE KINDS OF AUTOMOBILES THEY OWN THE MAKES OF BATTERIES THEY USE 
Ford ... . . . 25.7% Essex (Terraplane). . 3.3% Willard ~ « « « « 24.3% Sears Roebuck 
Chevrolet. . . . . 20.6% Chrysler .... . 3.1% Exide .... . . 15.4% Globe i 
Buick . . ... . 85% Nash .... . . 3.1% Ford ... . ~. «. 7.6% Montgomery Ward . 
Plymouth. . . . . 6.1% Hudson .. - »« 22% Delco ..... =. 45% #£National 
Dodge ~ 2 « © « 5.6% Willys-Ov liad . . 2.2% Firestone . . . . . 3.0% Other makes 
Pontiac .. . . . 4.5% Hupmobile ... . 17% USL... . . . 2.4% Don’t Know Brand 


Oldsmobile . . . . 3.5% Packard a 
Studebaker . . . . 3.4% Other makes. . . . 9.0% THE BRANDS OF SPARK PLUGS THEY USE 


Champion. . . . . 40.4% Other makes . . . . 3.5% 
THE MAKES OF TIRES THEY BUY AC ° 32.6% Don’t Know Brand. . 23.2% 


Goodyear . . . . . 30.9% Atlas ; Firestone . . - - ~ 1.0% 
Firestone . . . . . 20.9% Montgomery Ward 
Goodrich-Silvertown . 14.8% Fisk ee 11.5% OF THESE 853,000 MEN OWN TRUCKS 
mom mowel «lw lt le 6 Fee)|6CDmlomp Clg wl ew le «CdS Ford ... . . . 42.9% Mack 
Sears Roebuck . . . 4.8% Diamond . . .. . 1.4% Chevrolet . . . . . 34.2% Reo 
eee: Cw, lw w A CO ts lt ct 6 6C ew wt et te OR CUS... CC. 
Kelly-Springfield . . 2.7% Other makes... . Y%. International . . . . 6.2% White 
Don’t Know Brand . . 9.2% Other makes . . . . 9.9% 


A PROVED MARKET 


These figures were obtained from two nation-wide surveys of the Legion market, by Dr. Daniel Starch, famous independent research 
expert. The figures speak for themselves of a /ve, profitabe automotive market. 


CONTACT THIS ACTIVE MARKET AT 
SURPRISINGLY REASONABLE COST 
The -American 


1 Page Black and White $1600 
1 Page 4 Colors (4th Cover). . . 3300 
1 Page plus 1 added color .... 1900 


MONTHLY 





WASHINGTON. — The Recon- 
struction Finance Corp. is pre- 
paring to lend money to motor 
carriers, Jesse H. Jones, chairman, 
stated this week. 


Jones declared the corporation 
would consider applications from 
truck and bus lines for loans se- 
cured by equipment trust certi- 
ficates. 


In the past, such advances have 
been restricted to railroads and 
to one aircraft company, but the 
RFC chairman said he did not see 
why the same treatment could not 
be accorded the motor carriers. 


These statements were made at 
a press conference. Details as to 
procedure, qualificatfions of ap- 
plicants, etc., were unobtainable. 
It was apparent that the plan still 
was in its embryo stages. 


Seek Legal Basis 


Jones said the provision of the 
act permitting direct loans to 
industry probably would be used 
in dealing with motor carrier ap- 
plications. Attorneys of the cor- 
poration now are seeking to fix a 
legal basis for such action. After 
that is done, presumably the pro- 
cedure and other details will be 
worked out. 


“We can’t speculate as to the 
mechanics of it now,’ one offcial 
commented. 


Loans to railroads by the RFC 
are approved by the Interstate 
Commerce Commission. Whether 
the RFC will ask the ICC to sanc- 
tion motor carrier loans also was 
undecided, but an RFC spokes- 
man said that “we generally co- 
operate with other government 
agencies.” 

Mature in 1945 

Under that provision of the law 

which apparently will be used, the 





Bendix Products 
Corp. Reveals 
New Inventions 


SOUTH BEND. Bendix cor- 
porations in South Bend are in- 
troducing several innovations, it 
has been revealed here. 

A new device, just perfected, is 
the automobile transmission piece 
to be known as the Bendix Turbo 
flywheel gear. Shifting in all 
gears except reverse becomes au- 
tomatic with its use, and shifting 
into neutral is not necessary. 
The gear is not being produced 
yet, but is beyond the experi- 
mental stage, tests on cars, buses 
and trucks having proved very 
successful, it was said. Develop- 
ment of the invention has been 
under the direction of A. Y. 
Dodge of the engineering depart- 
ment. 

The Bendix-Feragen Dynamic 
and Static Wheel Balancing 
stand, is finding popularity among 
service station and independent 
repair shop operators, according 
to Bendix Products Corp. officials. 
This machine affords a means of 
statically balancing a wheel as- 
sembly, and upon completion of 
this operation enables it to be ro- 
tated at high speeds so as to 
ascertain whether or not the bal- 
ance weights are properly ad- 
justed., 


Pontiac Plays Host 


PONTIAC.—Upward of 200 stu- 
dents of summer extension courses 
of the University of Michigan are 
scheduled to visit General Motors 
proving ground near Milford as 
guests of the Pontiac Motor Co., 
July 25. Prof. Louis J. Rouse, di- 
rector of tours for the summer stu- 
dents, arranged for the visit after 
two previous annual tours had proved 
among the most popular on his 
schedule. The students will be trans- 
ported from Ann Arbor by bus, will 
be given a trip over the grounds and 
will be guests of Pontiac at luncheon 
on the grounds. 
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RF C Prepares to Lend Money to Motor Carriers 
To Consider A Applications 


From Solvent Companies 


RFC is authorized to make loans 
to any industrial or commercial 
business when credit is not avail- 
able at the banks. The loans may 
be made directly, or in co-opera- 
tion with banks and other lend- 
ing institutions, and must be se- 
cured to assure repayment. The 
loans must mature not later than 
Jan. 1, 1945, and shall be made 
only when the borrower is solvent. 
The power to make such ad- 
vances terminates Jan. 31, 1937, 
but commitments entered into be- 
fore that time may be exercised. 

The main purpose of making 
these direct advances, according 
to the law, is to maintain and in- 
crease employment. 





ibe tiag Contest 
Extended a Week 


WASHINGTON, — Due to the 
high degree of national interest 
and the unexpectedly heavy de- 
mand upon AAA motor clubs for 
application blanks, the clos- 
ing date for entries in the contest 
to select the representative safe 
driver in each of the 48 states 
and the District of Columbia has 
been extended one week, from 
July 15 to July 22. 


The extension announcement 
was made today by the American 
Automobile Assn. and it stipulated 
that all entry blanks must be 
postmarked not later than mid- 
night July 22. Decision to extend 
the time for the receipt of com- 
pleted and signed applications was 
made following appeals from AAA 


motor clubs in all sections of the 
country. 


“The entries to date,” said Thos. 
P. Henry, president, “indicate not 
only that this unique safety con- 
test has caught the public eye, 
but that individual motorists 
everywhere are proud of their 
safety records. These entry blanks 
also furnish evidence that mile 
after mile, year after year, safe 
driving is practiced by the great 
majority of motorists in all parts 
of the nation. 

Following the selections in each 
state and the District of Colum- 
bia, the winning contestants will 
drive their own cars to New York, 
with all expenses paid, for a two- 
day “accident clinic,” where they 
will be honored in a way befitting 
those who are showing the way 
to safety through careful driving. 
The contest is sponsored jointly 
by the AAA and the CIT Safety 
Foundation. 








Must Have Plates 


To Visit Montana 


HELENA, Mont. — Trav- 
eling salesmen from outside 
Montana must equip their 
automobiles with Montana 
license plates when they 
visit this state on business 
trip. That is the ruling just 
handed down by Attorney 
General Raymond T. Bagle. 
He said the ruling was 
asked by the Montana high- 
way patrol after it received 
proposals from North Da- 
kota and Washington offi- 
cials for reciprocal agree- 
ments that would allow 
salesmen to operate in these 
states and Montana in au- 
tomobiles bearing licenses 
only of the solicitors’ home 
states. 














Thousands 


ye. dealers started the spring with the best 
April sales since 1929, Their sales for the next month 
produced the third highest May in Pontiac’s history. 
And the first 10 days of June, (the latest report available) 
have produced total sales greater than the first 10 days 
of May! 
increasing speed. 


Pontiac is going places at a constantly 


These sales figures tell a great story. But the story 
behind them is more encouraging still. It is contained in the 
thousands of letters written by owners praising Pontiac 
cars and Pontiac dealers in the most enthusiastic terms. 
The future is bright for Pontiac and Pontiac dealers 
because, as these letters prove, the power behind this great 
drive toward leadership is supplied by the public 
themselves, They have confidence in Pontiac products 
and dealers, and all sales start from confidence. 

Because Pontiac dealers have recognized this truth 
they are reaping rich rewards. And their fine attitude has 
brought about another interesting result. The new dealers 
added to the Pontiac organization from time to time 
are entirely relieved of the necessity of building public 
acceptance for themselves and their merchandise. They 
can start immediately to turn good will into sales. 
PONTIAC MOTOR COMPANY, PONTIAC, MICHIGAN 


“The confidence I had in the integrity 
of your dealer was what prompted me 
to buy a Pontiac. He has been courteous, 
attentive, and has done all in his power 
to make the transaction pleasant and 
satisfactory.” 

J.B.B., Canton, Miss.* 


“I have never had such excellent service 
or been as well pleased by any other serv- 
ice department as I have been by your 
dealer. Their treatment has pleased me 
greatly.” 

A.B., Portland, Ore.* 


“Your dealer has the finest mechanics 
and equipment available. I take pleas- 
ure in giving him this boost.” 


A.B., Springfield, Mass.* 


‘‘Have had several deals with your dealer 
and always found him as fair and square 
as anyone could wish for. My future 
deals for cars will be with him and the 
cars' will be Pontiacs.”’ 


F.M.D., Syracuse, N. Y.* 


“Your dealer is an exceptional person, 
we all feel. A gentleman of integrity, 
in whom we have confidence, interested, 
helpful and a pleasure to deal with.” 


L.M., Los Angeles, Calif.* 


“Your dealer is the cleanest dealing, 
most honest business man I have ever 
known. You should be proud of him.” 


G.E.C., Champaign, III.* 
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Nine More Cities Normal, Business Survey Shows 


19 Areas Now Normal; 


Trade Gains in June 


ture is equally good. With an in- 
crease of 2 per cent above May, 
June business brings the national 
average to 14 per cent below 
normal 
than June of last year, when busi- 
ness was 33 per cent below 
normal. 


Gains ranging from 1 to 8 per 
cent over May were registered in 
107 of the country’s 147 trading 
areas. 


“Of the 147 areas, 42 rose 5 per 
cent or better; 11 remained with- 
out change, and only 29 declined,” 
reads the report. “There are now 
106 areas within 20 per cent of 
their normal business operations.” 

The greatest June gains, with 
indexes improving 5 per cent or 


DETROIT. — With nine more 
cities of the United States pulling 
out of the sub-normal class, mak- 
ing a total of 19 areas now at 
normal and over, business took a 
long stride forward in June, ac- 
cording to the monthly survey of 
business in 147 trading areas, con- 
ducted by the research depart- 
ment of Brooke, Smith & French, 
Detroit and New York advertis- 
ing agency. 

The latest cities to enter the 
normal class were albuquerque, N. 
M.; Charleston, W. Va.; Cheyenne, 
Wyo.; Dallas; Grand Junction, 
Colo.; Milwaukee; Phoenix, Ariz.; 
Portland, Ore., and Richmond, Va. 

The entire national business pic- 


‘Cheer 


Pontiac Dealers Turn 


19 points nearer normal | 


| 
|in these areas. 
| Abilene, Albany, Albuquerque, 


Altoona, Atlanta, Augusta, Balti- 
| more, Boston, Canton, Charleston, 


W. Va., Charlotte, Cheyenne, Chi- | 
Paso, | 
Grand Junction, Greenville, S. C., | 


cago, Dallas, Denver, El 
| Jackson, Miss., Little Rock, Lynch- 
burg, Macon, Manchester, N. H., 
Memphis, Milwaukee, Montgom- 
|} ery, New Orleans, Norfolk, Pitts- 
burgh, Portland, Ore., Providence, 
Pueblo, Raleigh, Rockford, Salt 
Lake City, Scranton, Sioux City, 
Springfield, Mass., St. Joseph, To- 
ledo, Wichita Falls and Wilkes- 
Barre. 

These areas were closest to 
normal at the end of June, with 
indexes not more than 10 per cent 
below the line. 

Albuquerque, Bakersfield, Balti- 
| more, Bangor, Beaumont, Billings, 
Binghamton, Boise, Charleston, W. 
Va., Cheyenne, Colorado Springs, 
Columbia, S. C., Dallas, Denver, 





more over May, were registered | 


i\Seattle, 





Detroit, Grand Junction, Green 
Bay, Greenville, S. C., Harrisburg, 
Hartford, Houston, Indianapolis, 
Jackson, Miss., Jacksonville, Man- 
chester, N. H., Miami, Milwaukee, 
Mobile, Peoria, Phoenix, Portland, 
Ore., Reno, Richmond, Sacra- 
mento, Saginaw, Salt Lake City, 
Shreveport, Spokane, 
Springfield, Mo., St. Paul, Terre 
Haute, Tulsa, Washington, D. C., 
Wilmington Winston-Salem and 
Yakima. 


Pfeiffer Transferred 

CHICAGO.—C. M. Pfeiffer has just 
been named as assistant manager of 
the Ford Motor Co., Chicago branch 
and plant. He succeeds A. E. Klem- 
mendson, who has been transferred 
to the assistant managership at Dal- 
las, Tex. Pfeiffer for the past two 
years was assistant manager of the 
Milwaukee, Wis., branch, prior to 
which he was associated with the 
Ford branch at Omaha, Neb., for 18 
years. 


Good Will into Sales 


‘Your dealer has shown just as much 
interest in me after I bought my Pontiac 
as he did before—something new in my 
experience with automobile dealers.” 


B.E.T., Paoli, Ind.* 


‘“‘Have bought seven cars in all from 
your dealer and, aside from the fact that 
I like Pontiacs, I can give the reason in 


just two words—‘perfect service’. 
F.M., Des Moines, Iowa* 


“I wish we had more men like your 
dealer here. He is one of the finest and 
fairest men I ever knew.”’ 


A.L.L., Albemarle, N. C.* 


*Excerpt from a letter on file at the Pontiac 
Motor Company. 


If you are interested in acquiring the 
Pontiac franchise, please communi- 
cate with C. P. Simpson, Vice-Presi- 
dent and General Sales Manager, 
Pontiac Motor Company. Your com- 
munication will be regarded as strictly 
confidential. 





13 


Buick Makes Two 


Im portant Moves 
In Personnel 


FLINT.—Two promotions to 
important posts in the manufac- 
turing division of the Buick Mo- 
tor Co. were an- 
nounced Thurs- 
day by Harlow 
H. Curtice, pres- 
ident and gen- 
eral manager. 

Fred C. Pyper, 
assistant master 
mechanic, has 
been promoted 
to genera] mas- 
ter mechanic to 
fill the position 
left vacant by 
the death on 
July 4 of A. T. Brabyn, veteran 
Buick executive. His past as as- 
sistant master mechanic will be 
filled by Roger E. Mitchell, gen- 
eral tool supervisor. 

Pyper joined the Buick organi- 
zation in Febru- 
ary, 1916, as 
foreman of tool 
grinding in the 
motor plant. He 
was promoted to 
tool supervisor 
of the motor 
plant, then be- 
came general 
tool supervisor 
for the entire 
Buick plant, and 
two years ago 
was appointed 
assistant master mechanic. 

Mitchell also joined Buick in 
1916 as tool designer. One year 
later he was placed in charge of 
the drafting room in the motor 
plant. In 1932 he was appointed 
process engineer of the motor 
plant and in 1934 was promoted 
to the post of general too] super- 
visor. 


F. C. Pyper 


R. E. Mitchell 


N -s Shipments 
To Canadians 
Up 218 Per Cent 


KENOSHA, Wis.—A sharp in- 
crease in shipments of Nash and 
LaFayette automobiles to Cana- 
dian territory for the first six 
months of 1936 is disclosed in 
factory figures released here 
Thursday. 

In 1936 up to July 1 the ship- 
ments were more than double 
those for the whole year of 1935, 
and 218 per cent greater than 
the shipments for the first six 
months of 1935. 

Expansion of the dealer organ- 
ization of the Nash company in 
Canada in the first six months 
of the current year, as compared 
with a similar period of 1935, re- 
sulted in the enlargement of the 
number of dealer outlets by 127 
per cent. 


GM Appoints J. C. Felli 
Assistant Treasurer 
NEW YORK. — At a meeting 
of the finance committee of Gen- 
eral Motors Corp., John C. Felli 
was appointed assistant treasurer. 
Felli originally entered the serv- 
ice of GM in May, 1923, when he 
York. He was transferred to Gen- 
eral Aviation Corp. as treasurer 
in November, 1931, and in July, 
1933 became treasurer of North 
American Aviation, Inc., in which 
company GM owns a substantial 
interest. Felli has resigned this 
position in order to return to GM 
as assistant treasurer. 


Ivor J. Cottle 

DETROIT.—Ivor J. Cottle, for the 
past three years connected with the 
National Motor Bearing Co., Inc., of 
Oakland, Calif., died here recently. 
He had been ill since early in 1936. 
Cottle served as special field engineer 
to the automotive industry in the 
Detroit area. He is survived by his 
widow. 





DETROIT. —An interpretation 
by the U. S. Treasury Depart- 
ment concerning the imposition of 
excise taxes on re-built motors is 
contained in a recent bulletin of 
the National Standard Parts Assn. 

The bulletin reports that recently 
an NSPA member who does a 
considerable amount of business 
in motor block rebuilding and ex- 
change was visited by excise tax 
officers who made a complete au- 
dit of his books. 

This audit was prompted, the 
bulletin declares, by the interpre- 
tation of a deputy collector of in- 
ternal revenue that the rebuilding 
and exchange of motors was sub- 
ject to the excise tax under 606 
(c) of the Revenue Act of 1932 
and assessable at 2 per cent of 
the full resale price. 

Relieved of Tax 

Upon the complaining of the 
member, the NSPA took up the 
matter with Treasury officials in 
Washington after considerable ne- 
gotiation and argument, the Trea- 
sury issued on June 30, 1930 an 
interpretation which relieves the 
wholesaler of any tax liability in 
this activity. 

After describing the standard 
method of rebuilding motors, the 
interpretation concludes: 

“It is the opinion of this office 
that a motor repaired or recondi- 
tioned in the manner above de- 
scribed has not lost its original 
identity and is not subject to tax 
under section 606 (c) of the Rev- 
enue Act of 1932. The tax attaches 
to the sale by the manufacturer 
or to the use by him of all new 
parts used in reconditioning such 
motors. 

Explains Restrictions 

“The above ruling is restricted 
to individually treated motors and 
does not apply to a situation 
where the wholesaler takes a 
number of old motors and dis- 
mantles them, placing in one bin 
the serviceable parts, in another 


The De Luxe Par Rak installed on a 
Chevrolet. The attractive lines of the rack 
harmonize with any make or model of car. 


The Par Rak as it appears 
when it is opened. Note that 
the rear compartment can be 
ned without interference 
ter the rack is installed. 
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U. S. Treasury Rules on Tax for Rebuilt Motors 


NSPA Consults Officials 
After Member’s Complaint 


bin the unserviceable parts, and | 
either with or without new parts 
assembles a number of rebuilt 
motors which are then placed in 
stock for future sale or exchange 
for other defective motors. Motors 
rebuilt in this manner are subject 
to tax under section 606 (c) of the 
Revenue Act of 1932.” 


Pontiac Will 
Stage Dealer 
Meet t July 20-21 


DETROIT. —The largest monthly 
dealer conference held since this 
regular sales activity was inau- 
gurated two years ago by the 
Pontiac Motor Co., is scheduled 
for July 20 and 21 at Pine Lake 
Country Club with a dealer repre- 
sentative from every one of the 
company’s sales zones in the 
United States in attendance. 


This enlarged attendance will 
provide a more. representative 
gathering at this conference, 
which is planned as a general 
resume of the year’s sales activi- 
ties; and will enable dealers from 
every section to be heard on cri- 
ticisms or suggestions on the pro- 
gram launched last autumn. 

F. A. Berend, advertising man- 
ager, will serve as general chair- 
man, and departmental discussions 
will be led by him, as well as by 
S. C. Bray, sales promotion man- 
ager; L. K. Marshall, service man- 
ager; O. A. Lamoreux, manager 
of parts and accessories; A. C. 
Tiedemann jr., group selling man- 
ager, and W. A. P. John, vice- 
president of MacManus, John & 
Adams advertising agency. 

Dealers also are scheduled to 
meet in informal discussions with 
H. J. Klingler, president; C. P. 
Simpson, general sales manager, 
and other company executives. 


PAR-RAK 


These handsome racks are high quality—and look it! Your customers will like 
the price, and you will like the profits. The De Luxe Par Rak fits any car and 
is easy to install; no special fittings needed. Write for full information. .. . 
For convenient delivery, complete stocks are warehoused at Scully Bros., 1860 
Broadway, New York City, and at L. M. Hirsig, Inc., Union Terminal Ware- 
house, Jacksonville, Florida. Boxed 6 to a carton; shipping wt. 115 Ibs. 


Springfield, Ohio 


The new Par Exhaust Deflector sells on sight! Deflects 
corroding gases from the bumper. The best deflector 


at the best price. . . 


. Chrome-plated—non-tarnishing 


and rust-proof, 11 inches long. Fits any car. Attaches 
with one single clamp. No holes to drill. Available 


with or without ruby reflector jewel, 


AS A REWARD for their month’s sales record, the sales staff of the downtown Chevrolet Motors, 


Inc., of Cleveland, was treated to a trip by chartered plane to Detroit and return. 


The salesmen who 


sold either 16 used cars plus four new cars, or eight new cars, were the guests of the dealership. At 
Detroit, they were entertained at the General Motors Bldg. and the Chevrolet Motor Co. central office, 


then attended the races and a banquet. 


Those who made up the party are (left to right), W. Taylor, F. 


Corrigan, C, Schloss, salesmen; P. M. Rosenwasher, secretary and treasurer of the dealership; C. Geiger, 
used car sales manager; Bob Teague, salesman; Arthur Haas, president; C. Oswald, C. Bennett, sales- 
men; Harold Hager, sales manager; J. Haley, E. Neff, salesmen, and Howard E. Sneathen, city sales 


manager, Cleveland zone office. 


Henry Ford Spins V-8 Wheel; 
New Plant Goes Into Action 


(See Picture on Page 3) 


DEARBORN, Mich. — Spinning 
a Ford V-8 steering wheel, Henry 
Ford, Wednesday, started the 
steam flowing through a new tur- 
bine generator that makes the 
power house of the Rouge plant 
the largest high-pressure steam 
generating installation in the 
world. A few seconds later a Ford 
V-8 emblem carrying an Amer- 
ican flag began turning slowly on 
top of the turbine—the signal that 
the new 110,000 kilowatt was “on 
the line.” The new euipqment in- 
creases generating capacity from 
200,000 to 326,000 horsepower. 

Increased power demands re- 
sulting from tne company’s $37,- 
000,000 expansion and moderniza- 
tion program at the Rouge plant 
made necessary the additional 
powcr capacity. The new generat- 
ing equipment represents an in- 
vestment of about $4,600,00 and is 
the first installetion in the world 
to use all welded pipe. 

Setting another record in an- 
other respect, the installation pro- 
vides for the operation of th2 new 
1400-pound pressure boiler at the 
highest temperature ever achieved 
in a large industrial plant in this 
country. The boiler will provide 
steam at 900 degrees Fahrenheit, 
supplying 900,000 pounds an hour 
at that temperature. This achiceve- 
ment greatly increases efficiency, 
according to engineers. 

The new boiler is 25 feet 8 
inches by 32 feet and towers 115 
feet, the full height of the power 


Studebaker Has 
82 New Dealers 


SOUTH BEND.—Studebaker ap- 
pointed 82 new dealers in the 
United States during June, it was 
announced here Thursday by Geo. 
D. Keller, sales director. 

The Studebaker retail organiza- 
tion has been increasing rapidly 
during 1936. Indicative of Stude- 
baker progress is the fact that 
since January 1 52 automobile 
merchants in the New York met- 
ropolitan area have become Stude- 
baker dealers. Other sections of 
the country are showing similar 
increases. 


house. Supported by steel beams, 
it weighs in excess of 9,000,000 
pounds. Within it is a network of 
pipe providing a total of 30,500 
square feet of heating surface and 
22,000 square feet of super heating 
surface. Its weight necessitated 
the extensive rebuilding of the 
power house inner steel structure 
which also supports the eight tall 
stacks above the building. 


To bring the steam to the 900 
degrees temperature, the boiler is 
fired with pulverized coal at the 
rate of about 40 tons an hour to- 
gether with large amounts of 
blast furnace gas. The water is 
preheated before reaching the 
boiler by circulation through 
thousands of feet of pipe around 
the combustion chamber, which 
also performs a cooling function 
by preventing excessive heating 
of the boiler rooms. Designed to 
produce steam at 1400 pounds 
pressure, the boiler will have a 
normal operating pressure of 
about 1,215 pounds at the turbine 
throttle. 


Chicago Ford Busy 


CHICAGO.—The Chicago Ford Mo- 
tor Co. plant on Torrence Ave. is 
producing 385 units daily, with ap- 
proximately 2,300 employes working 
on a five-day a week schedule, it is 
announced by W. K. Edmunds, gen- 
eral manager. He added that June 
deliveries from the plant aggregated 
6,800 units, the highest for any 
month of the year and approximately 
the same as the same month in 1935. 
For the first six months, deliveries 
amounted to 31,800 units. 


SUNDAY at 7:30 


SAVING TIME 


Coast Salesman 
Wins First Prize 
In Cord Contest 


AUBURN, Ind. — G. F. Horn- 
baker, salesman with the Auburn 
Automobile Sales Corp. of Los 
Angeles, won first prize in group 
A in the Cord demonstration con- 
test which began Apr. 20 and 
ended May 31, it was announced 
by factory officials today. The 
contest was for Cord demonstra- 
tions and sales during the period. 

Allen F. Stearns, Miami, won 
first prize in group B, and J. O. 
Henson, San Diego won first prize 
in group C. 

Other winners in group A in 
order were: E. H. Gardiner, Chi- 
cago; L. R. Lempke, Chicago; 
John C. Schmacke, Brooklyn; 
Kenneth Jensen, Los Angeles, 
and Harry W. Wood, Milwaukee. 

In group B other winners in 
order were: Frank Baird, Toledo; 
Wm. L. Fehnn, New York; Wm. 
H. Evans, Ft. Wayne H. C. Cruse, 
Ft. Wayne; R. A. Riddell, Ft. 
Wayne. 

Other group C winners in order 
were H. P. Gauker, Connersville; 
Cc. J. Landfair, Lima; L. D. Kyle, 
Auburn; E. B. Doremus, Great 
Neck, N. Y. C.; F. Gonyea, Man- 
chester, N. H. 

The company’s new extra con- 
tact campaign is now under way, 
having started June 10, and will 
close July 10. 





Urge Parking Meters 


HARRISBURG, Pa. (UTPS). 
The city council of Harrisburg has 
been urged by Highway Director 
William J. Fickes to adopt use of 
the parking meter. 


GULF SALUTES 
OLDSMOBILE 


in one of a series of tributes to the 
automobile industry 


EASTERN 
DAYLIGHT 


COLUMBIA NETWORK 


Julia Sanderson and Frank 
Crumit, starred in GULF’S 


Summer 
Kem 


Show, with Hal 
ig Orchestra and Ed 


Smalle’s 7 G's 





Sparks » 
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Chris 
Sinsabaugh 


(Continued from Page 1) 


formance—and that simply be- 
cause the franchise was held by 
a smart merchandiser. 

* ob * 

“THE SAME THING is true in 
certain other points. It is not, ob- 
viously, true nationally else the 
manufacturing company would not 
remain small. But the fact is that 
a good dealer can put a poor car 
very much on the local map. The 
kind of reputation a manufac- 
turer enjoys locally depends over- 
whelmingly upon his dealer rep- 
resentation. 

“When the inscription on that 
plaque says ‘good’ dealer, it ex- 
presses exactly what we mean. If 
the substantial dealer is to make 
a sizable profit out of his business 
the curbstone dealer, the boot- 
legger and the like breed of rep- 
resentation cannot continue in 
this industry. At least, they are 
being run out of the Pontiac pic- 
ture as fast as we can catch up 
with them. 

a * * 

“OUR SALES organization has 
been specifically instructed on this 
point. Only a few days ago I had 
a report from an outside source 
on an obvious case of bootlegging 
in a small mid-eastern town. This 
man held our franchise, along 
with several others. Upon check- 
ing up I found that our zone 
office had cancelled him two 
weeks before the first report 
reached us. 

For an opening gun that sounded 
reasonable to me, so I pressed to 
get more details, whereupon the 
sales manager dug into his files. 
Naming cities, which I obviously 
won’t do, he read off: 

“In Blankville we had four deal- 
ers a year ago as compared with 
two today in another city 13 as 
against 10 now; in still another, 
19 as against 17; in a northern 
point, six as against three today.” 
And so on down the line which 
led to the belief that Tex really 
is sincere in his quality dealer 
program. Continuing, he said: 

“We are constantly struggling 
with the problem. In one city, for 
example, we want to reduce our 
representation by three outlets. 
Only in that way, we feel, will the 
remaining dealers be in a most 
favorable position to make good 
money. But, in being fair with 
these remaining dealers, we also 
want to be fair with the ones 
eliminated. It is a slow and pa- 
tient business. It can’t be done in 
one grand gesture without some- 
one getting hurt, and we don’t 
want to hurt anybody in the pro- 


cess.” 
+ * - 


SO MANY of the leading execu- 
tives of the car companies 
gathered for the drawing for space 
in the New York show—an old 
Spanish custom that has prevailed 
over the years—that when this 
Peeping Tom, who had cooled his 
heels for an hour or so in the cor- 
ridor outside the board room of 
General Motors, where the annual 
meeting of the Automobile Manu- 
facturers’ Assn. was held, was 
given the open sesame he was 
dazzled by the reflection from the 
brass hats when he entered. 


Everybody that’s who’s who was 
there and the returns from the 
outlying districts were particular- 
ly heavy. Of course, the home 
folks—meaning Detroit—were out 
in full force, or en masse, if you 
prefer it that way—not an ab- 
sentee—while our visitors included 
Paul Hoffman of Studebaker, Roy 
Faulkner of Auburn-Cord, Hascall 
Bliss and Courtney Johnson of 
Nash, J. E. Allen of Pierce-Arrow, 
Ralph Archer of Willys-Overland, 
Bob Black of White, Dave Fen- 
ner of Mack and so on through 
the alphabet. 

* on a 

AS ONE who has been at al- 
most all of the show drawings of 
the past, I could not help but 
sense the keen interest of the in- 
dustry as represented by the full 
attendance at the affair of last 
Wednesday in Detroit. I’d say 
there were more present than in 
the palmy days when the mem- 





bership roster was twice as long 
as it is now. 

Which brings me up to count- 
ing noses for the Palace affair 
next November. Twenty car mak- 
ers have taken space, four of 
whom also will display trucks, 
which shows the decimation that 
has taken place. Why, I remem- 
ber the Chicago show of about 
1910 or ’11 when there were 102 
different makes of automobiles— 
they were “pleasure cars’ then— 
were shown in the Coliseum, not 
counting in quite a few trucks, 
which really were passenger cars 
converted into commercial ve- 
hicles. Them were the days! 

* * Eo 

AND WHEN the AMA re- 
elected for his ninth term as 
president one Alvan Macauley, 
head of Packard, I realized the 
faith the industry has in a tried 
and true leader. This tenure of 





office of President Macauley nat- 
urally takes in the National Auto- 
mobile Chamber of Commerce, 
now the AMA. And if I remem- 
ber rightly, there have been only 
three presidents of the NACC and 
the AMA. The late Col. Charles 
Clifton held office as president so 
many years that I have forgotten 
the count, retiring because of ill 
health, to give way to the late 
Roy D. Chapin, who sat on the 
throne for a term or so. Since 
then it has been a Macauley ad- 
ministration which has handled 
the affairs of the association in a 
masterly manner and which has 
been singularly free from adverse 
criticism. Proving that the presi- 
dent of Packard has done a right 
good job. 
* * * 

EVEN WITHOUT the support 
of the car makers, racing seems 
to be staging a comeback. The 
Indianapolis Speedway is an in- 
stitution of long standing; a race- 
way is under construction at 
Roosevelt Field on Long Island 
and now we have Los Angeles 
again casting its hat in the ring 
with a proposed racing plant pat- 


terned along the same lines as the 
Long Island one, that is a com- 
bination of speedway and road 
race course. It’s to be a two- 
mile affair with the start and 
finish on a long straightaway, the 
rest of the course zig-zagging 
through the infield. A 400-mile 
race on Oct. 12, this year, is 
planned for the opener. 
* ok * 

THE TYPE of construction is 
reminiscent of Indianapolis when 
it first was built. Carl Fisher and 
his associates had the idea of 
combining road racing and speed- 
way racing and with this idea in 
mind, built criss-cross roads 
through the infield. Somehow or 
another, the road racing end of 
the plant never was used and rac- 
ing there always has been on the 
speedway oval. But I think both 
Roosevelt Field and Los Angeles 
will try out the combination idea. 

# ag * 

LOS ANGELES always has 
been race-crazy. The first board 
speedway, constructed by Fred 
Moscovics, was built there some 
20 years ago, following which 
Jack Prince took up the idea and 


From Every Point of View 
HYATTS Meet Requirements 


In cars, trucks, and buses, Hyatt Roller Bearings are engineered into trans- 
missions, differentials, pinions, wheels, etc. ... not only because they are 
quiet, which in itself indicates the absence of wear, but because they are 


precision bearings of higher operating capacity. 

Hyatt precision and capacity favor initial design through simplified 
mountings and reduced weight. Hyatts aid in assembly through their adapt- 
ability and ease of installation. And finally, their consistent performance 
without servicing is an immeasurable contribution to operating satisfaction. 

Therefore, from whatever point of view you consider bearings — preci- 
sion design, capacity, freedom from wear and care, or performance — Hyatts 
successfully meet all requirements. Hyatt Roller Bearing Company, Newark, 
Detroit, Chicago, Pittsburgh, San Francisco. | 
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went around the country. putting 
up board tracks, featured by his 
triple radius principle, on any 
vacant lot he could find handy, 
it would seem. Now it looks as 
if we are in for another era of 
big-time racing. 


New Truck Signals Will 
Cost Users $1,500,000 


BOSTON.—Adoption of a new 
set of regulations requiring the 
use of mechanical directional sig- 
nals on trucks and buses will cost 
Massachusetts truckmen $1,- 
500,000, according to Larue Brown, 
counsel for the Motor Truck Club. 
The new regulations went into ef- 
fect July 6, and a hearing was 
held two days later to give the 
motor truck owners a chance to 
be heard on proposed amend- 
ments. Daniel Bloomfield, repre- 
senting the Retail Trade Board, 
asked that the State Department 
of Public Works delay application 
for the new regulations until the 
Interstate Commerce Commission 
has completed its study of the 
subject. 


RINGS 
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the An Dimension 


The News of Automotive Advertising 
By GERRY SCHURMAN 


No Advertising Drought 
While continued drought 


for the next few weeks may 


cause curtailment of advertising in westerri farm sections, 
so far there has been no indication of reduced schedules 
by automobile companies. Farm sales are reported to hold- 
ing up well and unless continued dry weather further re- 
duces crops, automotive advertising will, for the most part, 
run along at approximately the same schedule. 


To the Farmers 


And speaking of farm sections, Gordon S. Broholm, a 
neighbor of ours here in the Cen-@ — eee 


ter building, and representing the 
Midwest Farm Papers sends along 
some more figures on automotive 
farm paper advertising. 

For the first half of this year, 
he tells us, automobile companies 
spent $789,376.38 in 41 farm 
papers. More and more, Broholm 
says, the automotive industry is 
pushing for sales in the farm 
market and taking advantage of 
the big demand for cars and 
trucks found there. 

Broken down into individual 
expenditures, the first half’s farm 
paper advertising picture looks 
like this: 
Buick 
Chevrolet 


$ 13,050.00 
$ 67,875.60 


82,865.88 


Cars 
Cars 
Trks 150,841.48 
Chrysler 14,476.00 
Dodg» 64,099.48 
62,561.73 
108,587.44 
97,311.04 


Cars 
Trks 
Cars 
Trks 
Trks 
Cars 
Trks 
Cars 
Cars 
Cars 
Trks 
Cars 
Cars 


126,661.21 
Ford 
205,898.48 
17,655.76 
42,594.50 
46,264.38 
12,321.00 
134,492.87 


General Motors 
Hudson Terraplane 
International 
Nash- Lafayette 
Plymouth 
Reo 
7,908.70 
13,050.00 
112.00 
13,050.00 
$798,376.38 


Studebaker 

Willys 

Fisher Body 
TOTAL 


Swing It 
Bob Crosby and his orchestra 
have swung into a new series of 





Officers Elected 


CHICAGO.—Election of officers of 
the newly organized Central States 
Motor Freight Bureau, just an- 
nounced, resulted in the choice of 
the following: Earl Cannon, 
son, Wis., chairman of the executive 
committee; A. E. Sicilia, Chicago, 
vice-chairman; Harry Moag, Colum- 
bus, O., treasurer;. J. B. Godfrey, 
Detroit, secretary. The bureau is 
already at work on the task of co- 
ordinating and publishing 
rates and tariffs covering the 
tral states. 


to 


n7 
\ 


- DAY 


take the 


Madi- | 


trucking | 
cen- | 





transcribed radio programs to be 
presented by the Ford dealers of 
the United States over radio sta- 
tions throughout the country. 

These programs are a continu- 
ation of the Ford V-8 Revue 
series recently inaugurated by 
Ford dealers. Broadcasts are 
scheduled from one to three times 
a week in different sections of 
the country and at varying hours 
during the day. The Crosby series 
will include 13 quarter-hour pro- 
grams. 


Vet’s Spending 
Ebbs; Will Pick 
Up at Christmas 


WASHINGTON.—About $1,400,- 
000,000 bonus cash will be dis- 
bursed by the Treasury to veter- 
ans by Dec. 31, according to un- 
official estimates based on the 
the trend of loans made on cer- 
tificates when the 50 per cent loan 
law was passed in 1931. 

To July 7 the Treasury cashed 
$919,643,500 service bonds, plus 
some $70,000,000 in odd lot checks, 
making a total of about $980,000,- 
000. 

Redemptions are running only 
about $22,000,000 daily compared 
with the high of $120,000,000 June 
23. The average, Treasury antici- 
pates, will drop off to almost noth- 
ing in the near future, but will 
rise again around Christmas time. 

The Federal Reserve System’s 
|weekly statement indicates that 
veterans’ bonus spending is ebb- 
|ing and that their cash is going 
into banks. It showed an $8,000,- 
000 decline in circulation, follow- 
ing a $313,000,000 gain in three 
| previous weeks. 
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S. S. NORTH AMERICAN 
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OIL BURNERS 
NO SMOKE 


MACKINAC ISLAND 

PARRY SOUND and MIDLAND, 

DETROIT « CLEVELAND + BUFFALO (NIAGARA FALLS) 
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SHORTER CRUISES 
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ONTARIO 


SEE YOUR LOCAL TRAVEL AGENT, or 


GEORGIAN BAY 


120 W. FORT STREET 
DETROIT CA. 3910 
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AMONG THE THINGS that burn us up is the story, written and illustrated by Gene DeGoveia, of 
a young lady frying an egg on the top of a Cord Front Drive. This may have been all right for the egg 


but not so good for the hams. 





In This 


Corner 


(Continued from Page 6) 


profit and have injured not only 
themselves, but also the dealer 
who wishes to conduct his busi- 
ness on business principles. 


I think your correspondent is 
entirely right when he says that 
he is at the mercy of the public 
on one side and factory high pres- 
sure on the other. Your reply to 
this is that you know of no busi- 
ness where the dealer gets into 
as close contact with the heads 
of the manufacturing end. Maybe 
he does get into close contact, but 
most of the time this contact 
doesn’t help him. A man con- 
demned to be hanged gets into 
pretty close contact with the sher- 
iff, but it doesn’t seem to help him 
a great deal. You can’t blame the 
factories for wanting volume of 
business, but the way they want 
to get it is for the the retailer 
to sell cars in big quantities, 
whether he has to put his entire 
profit into used cars or not. 

I know of one factory which has 
been asking the dealers to junk 
everything they have had in stock 
over 30 days. Should the dealer 
stand up for his own rights, the 
factory has the final argument 
which is the threat of the loss to 
the dealer of his contract if he 
doesn’t get into line and be good. 
One factory, before giving any 
dealer in this particular zone a 
contract for 1936, (can’t be sure 
about other zones) compelled them 
to sign up for from $100 to $300 
or $400 worth of parts, which were 
to be selected by the factory. The 
dealers had no voice in what parts 
were to be shipped and as a re- 
sult were compelled to pay for a 
collection of parts which in many 
cases consisted of parts the 
dealer would not need in three 
years. Do you know of any other 
business where the retailer is sub- 
jected to a holdup of this kind? 

Protests from the dealers were 
met with the final, unanswerable 
argument, “Either take these parts 
or we will cancel your contract.” 
My employer didn’t even unpack 
this junk but is writing it off 
month by month. He has also 
been informed by a factory repre- 
sentative, who was trying to high 
pressure him into taking on more 
new cars than the traffic would 
bear during the winter months 
that “dealers that don’t take’these 
cars now aren’t going to be fa- 
vored in shipments when the good 
season for selling comes on.” Yes, 
dealers get plenty of factory con- 
tact, all right, but mostly it costs 
them money. But the fact re- 
mains that he has little or noth- 
ing to say about the way he shall 
market the product he is han- 
dling. Even in accounting for the 
price cuts he makes in the form 
of overallowances, he is not per- 
mitted to show this loss against 
the new car department, where it 


belongs, but must show it as a 
fictitious loss on used cars. If a 
dealer sells a car for $600 in cash 
or finance and a car for which he 
allows $400, which is actually 
worth $300, he actually gets $900 
for the new car not $1,000. Of 
course, the dealer himself is re- 
sponsible for these conditions. It 
is well known that automobile 
dealers will not organize or stick 
together when some sort of an 
organization is attempted. 


But the fact remains that under 
present conditions the dealer is 
just where your correspondent 
says he is—at the mercy of the 
public on one side and a high 
pressure factory sales organiza- 
tion on the other. He must do just 
as the factory directs him or lose 
his contract. 


I wouldn’t, of course, try to in- 
dicate your policy to you. But 
after all, isn’t the retailer an 
important cog in the machinery of 
putting automobiles before the 
public? If he has to assume the 
entire loss of the taking in and 
marketing of trade-in cars, 
shouldn’t he have some help from 
the factory? Not in the form of 
allowances, the factories wouldn’t 
stand for that, not in the form of 
contests, “big game hunts” and 
the like, with their accompani- 
ment of childish hoorah and pep 
stuff, but the factories undoubt- 
edly could, if they would do so, 
penalize a dealer for taking in a 





used car at more than it was 
worth. Not much chance of this, 
of course. The longer trades, the 
bigger volume, and that is what 
the factories want, and as soon 
as one sucker goes broke, there is 
usually another one ready to buy 
up the junk. But we'd all like to 
see the trade papers advocate a 
plan really helpful to the dealers 
—not a myriad of plans for sell- 
ing more cars at the dealer’s ex- 
pense.—R. W. McDowell, 20 Miff- 
lin Ave., Uniontown, Pa. 


Bouquet 


I just want to drop you a line 
to tell you how much I appre- 
ciate your article appearing in 
the Automotive Daily News un- 
der date of July 4 on the subject 
of an up-to-date lubricating 
set-up. 

I appreciate the importance of 
a clean, quick, upto-date lubricat- 
ing department for every dealer, 
and I am pleased to advise that 
we are certainly making some 
progress along that line. 


From time to time I read your 
articles appearing in the Auto- 
motive Daily News and each one 
of them is appreciated. — J. T. 
Powell, zone manager, Hudson- 
Terraplane, Washington, D. C. 


Orders Wood Heaters 

DETROIT.—The Firestone Tire & 
Rubber Co., automobile supply de- 
partment has just purchased several 
thousand Gar Wood Aroflo steam 
units for car heaters. This new Gar 
Wood product is adaptable to all 
present Ford V-8 cars and those 
manufactured since 1932. Firestone 
will sell the unit nationally through 
its super-service stations. 


e for your 
DEALER 
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~ San Francisco 


Drive your new models into our ball- 
rooms under their own power, for sales 
meetings and dealer banquets. . . ad- 
ditional space for accessories displays 


* 
Single Rooms from $3.50 


WRITE 
for information and 
floor plans 


@ HOTEL 
ST. FRANCIS 
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Goodyear Files Suit Against National Labor Board 


Denies Charge « 
Attacks on Union Workers 


(Continued from 
termination of the much disputed|trade is pending in the Federal 


$100,000,000 contract with Sears, 
Roebuck & Co., under 
Goodyear has made special brand 
tires for Sears since 1926. 

In support of Goodyear’s con- 
tention that the NLRA is “unlaw- 
ful, unconstitutional and void,” it 
was declared that: 

The act is not authorized by 
any power delegated to the 
federal government by the Con- 
stitution. 
2 Neither Goodyear’s business 
nor its relationship with its 
employes affect interstate com- 
merce. 


The purpose of the act was to 

regulate business and employ- 
ment within the several states in 
contravention of the Ninth and 
Tenth Amendments to the Con- 
stitution. 

The act deprived the company 

of its liberty, property and 
freedom to contract without due 
process of law, contrary to the 
Constitution. 

It attempted to invest the 

NLRB with powers of inquisi- 
tion “amounting to an unreason- 
able search and seizure” in viola- 
tion of the Fourth Amendment. 

The act attempted to delegate 

judicial power to administra- 
tive officers of the board con- 
trary to the Constitution. 

The URW filed charges with 
the board after Sherman H. 
Dalrymple, president, had been at- 
tacked and seriously injured at 
Gadsden on June 6 and 11 or- 
ganizers had been chased from 
the city on June 25. 

The Sears contract, ordered ab- 
rogated by the Federal Trade 
Commission on Mar. 5 after a 
three-years’ investigation, was 
terminated, Litchfield said, be- 
cause of the enactment of the 
Robinson-Patman bill, “terms of 
which were such that Goodyear 
was unable to fulfill the require- 
ments of the contract.” 


An appeal from the commis- 
sion’s finding that the Goodyear- 
Sears contract was discriminatory 
in price and tended to restrain 


E. L. Ford is Appointed 
To Pontiac Home Office 


PONTIAC.—Appointment of E. 
L. Ford as new Denver zone man- 
ager for the Pontiac Motor Co., 
replacing S. C. 
Bray, who has 
been summoned 
to the central 
office of the 
company to re- 
head the sales 
promotion de- 
partment, is ef- 
fective immedi- 
ately. 

Ford is pro- 
moted tothe 
Denver post 
from his former 
assignment as assistant manager 
of the Oakland, Calif., zone, where 
he was located since November, 
1934. He has served in various 
sales capacities with General Mo- 
tors since August, 1925. 

Bray, who has been with Pon- 
tiac since April, 1926, spent sev- 
eral years in the central office 


wv 


E. L. Ford 


sales promotion department and | 


headed that department for about 
one year, until being named Den- 
ver zone manager in June, 1935. 
He served there until being re- 


called to take charge of the cen- | 
tral office sales promotion depart- | 


ment again. 

Ford is succeeded as assistant 
zone manager by John S. Bath- 
rick, former district manager in 
the Portland, Ore., zone. 


which | 








ot Inciting Studebaker Has 
| High Export Sales 


SOUTH BEND.—Export sales of | 
Studebaker passenger cars and| 
trucks reached a new high dur- | 
|ing the first half of 1936; accord- 
| ing to Paul G. Hoffman, president | 
, of Studebaker. Hoffman states | 
mail order house when the con-| that 6,633 units were sold abroad 
tract was terminated on June 19,| during this period compared with 
it was learned from an authorita- | 5,069 during the first six months 
tive source. |of 1935—a gain of 31 per cent. 


Page 1) 


Court of Appeals at Cincinnati. 


Goodyear was making approxi- 
mately 8,000 tires a day for the! 





“Through the continuation of | Deliveries of passenger cars and 
aggressive sales and advertising | trucks by Studebaker dealers in 
efforts on dealer business, the|the United States alone totaled | 
company looks for a substantial | —— 
increase in the production and | . . 
sale of Goodyear tires,” Litch- | De Soto Mita 
field’s statement said. | BOSTON.—John R. Berry has re- 

“The company’s plants outside | turned to New England as regional | 
of Akron are practically un-|™#nager for De _ Soto cars, with | 
affected, as only a small part of | headquarters in Boston. Born in 

| Vermont, he has previously been re- 
the Sears production was allo-| gional manager for De Soto in Cleve- 
cated to them.” | land, Los Angeles and S 





Geared | 


n 


to take the 


O mechanical part of a car is geared 
higher to give road service than the 
strong texture of Velmo mohair velvet. The 
close, smooth pile of this upholstery never 
mats down; never rubs a shine on clothing; 
never gets hot and sticky; never fades; and 


cleans as easily as a window glass. 


Velmo keeps upholstery in shape, too, for 
its ventilated back automatically adjusts the 


| many 
| gines, 


| way department. 


an n Francisco. | it makes no difference | what kind | 


of motor fuel is used by vehicles 
operated over the highways. If it 
is purchased in this state coal oil 
used in a diesel engine would have 
to pay the same tax as gasoline. 
The same tax also would apply to 
alcohol or any other motor fuel. 


1,754 during the first 10 days of 
July, compared with 1,345 during 
the corresponding period of last 
year—an increase of 30 per cent. 
American retail deliveries for the 
year to date are 69 per cent ahead 
of last year—39,918 compared with 


23,557. 


Boy Airplane Builders 
Guests of AC Spark Plug 
DETROIT.—More than 400 en- 

trants in the National Model Air- 

| plane Meet, which was held this 
year in Detroit, were guests of the 

AC Spark Plug division of Gen- 

eral Motors at a banquet which 

marked the close of the event, in 

Masonic Temple. 

Entrants from United States, 


‘Diesel Fuel Tax 
Imposed by Va. 


(UTPS)- 
that | 


RICHMOND, Va. 
Commenting on reports 
| trucks in other states were in 
instances using diesel en- | 
operated by oil, to escape 
payment of gasoline taxes, Henry 
| G. Shirley, state highway commis- 
|sioner, said that this problem | Canada, France and New Zealand 
would not bother the state high- | participated in the contest, which 
| lasted three days at Wayne County 
| airport under the sanction of the 

National Aeronautic Assn. 


Under the Virginia law, he said, 


ign. 


JUL. of tLravelt 


air-pressure in the seat. 


The beauty of this rich velvet sells cars; its 
durability re-sells them . . . because, literally, 
Velmo is “Good to the last mile!” When you 
show a car interior, gear your sales talk up 
to that fact...and to this one... that a car 
in any price-range does not cost a cent more 
upholstered in the finest mohair fabric... 
Velmo! 


VELITTO 


MOHAIR 


A GOODALL-SANFORD 


VELVET 


L. C. CHASE & COMPANY, INC 
selling division of Goodall-Sanford 
295 Fifth Avenue, New York 
Boston « Chicago « Detroit « San Francisco 


PRODUCT 





Trend to Light 
Black Also Holds Favor 


At Councours d’Elegance 


NEW YORK. — Although black 
remained well in the lead as an 
individual color, a popular trend 
toward lighter tones was noted at 
the Councours d’Elegance Auto- 
mobile at the Bois de Boulogne, 
Paris, June 25, according to P. H. 
Chase of the Paris office of E. I. 
duPont de Nemours & Co. Most 
of the cars were in medium or 
light hues, in some cases there 
being several shades of one basic 
color. 

In addition to showing the trend 
in car colors, the Councours d’Ele- 
gance Automobile is an annual 
style event 


various prizes, which are awarded 
not only on the basis of style of 
the cars but also on the costumes 
worn by the women presenting 
the entry. Therefore, there is an 
important women’s style angle 
presented with the exhibit which 
attracts world-wide attention. 


Because of political and labor 
conditions in France, this is the 
only exhibit of its kind that will 
be held during the Paris season 
this year. Also, due to a long 
strike in the coach-building in- 
dustry, the exhibit is late this 
year and only 72 cars entered the 


in which prominent | 
women enter as contestants for | 


| Ivory’s 


|were of foreign make, half of 
[them being American. 

| Being the first showing of new 
lear colors since the shows in 
America and abroad late last year. 
the colors and combinations of 
colors and the various shades dis- 
played may be accepted as the 
first indication of color trends for 
|the coming 1937 models in this 
country as well as abroad. Of the 
ears exhibited, the popularity of 
the colors shown ranked in the 
| following order: black, 21; ivory, 
11: blue, 10; maroon, 8; green, 6; 
yellow, 4; red and beige, 3 each; 
‘and brown, gray and white, 2 each. 
In the range of tones shown in 
| one basic color, blue was a notable 
case. Only one blue was dark 
enough to be described as “navy.” 
Some of the blues were as light 
as “sky blue,” while there were 
one or two examples of a shade 
of greenish blue which is called 
by the French “bleu canard.” 
prominent position was 
probably due to the popularity 
that shade enjoys for competi- 
tions of this kind, matching, as it 
does, with any shade of material 
used for the dresses of the en- 
trants. It is felt in Paris that 
maroon will see its popularity well 
maintained as the season ad- 





competition. While most of these 
were of French design about 15 


Conn. Officials Enforce 
Inspection Law Strictly 


HARTFORD, Conn.—The Con-| 
necticut motor vehicle department | 
will make good its pledge of strict | 
enforcement of the cuiapuiadey | 
inspection law in spite of compli- 
cations which have arisen this| 
month during the closing days of | 
the initial 1936 inspection period, | 
Commissioner Michael A. Connor | 
assured officers and directors of the | 
Connecticut Automotive Trades’ 
Assn. at a recent meeting. 

The inspection period ended 
July 11, but lanes will remain | 
open until Aug. 1, the commis- | 
sioner said. Testing from now} 
on will include both rechecks on 
cars previously rejected and new 
tests, but where cars are brought 
in for the first time, the owner | 
is liable to the penalty of suspen- | 
sion of his registration if the car | 
fails to pass. 

Commissioner Connor pointed 
out that his department has au- 
thority to confiscate markers on | 
the spot if a car is rejected, forc- | 
ing the owner to have his vehicle 
towed away to a garage. After re- | 
pairs are made, the owner can 
bring his car back under dealer's | 
or garageman’s plates and have 
it retested. 
can apply for return of his own 
plates. 

Definite announcement having 
been made that the deadline on 
tests was July 11, many thousands 


| deadline 
| thousands of Connecticut cars had 


| changing 


Upon acceptance, he} 


DEARBORN.—Recognizing the 
increasing attention which the 
public is paying to smart looking 
delivery equipment and the busi- 
ness building value of such equip- 


vances. 


a study made by Ford engineers, 
the Ford Motor Co. has an- 
nounced that deluxe equipment is 
available on all its trucks and 
commercial cars. 

All units on 112, 131% and 157- 


of cars were brought to the lanes | 
during the closing days. In| 
Bridgeport and New Haven the} 
lines of cars extended several 
miles, and some drivers slept in 
their cars all night in order to be 
sure of a position near the head 
of the line when the inspection 
began in the morning. When the | 
was reached July 11, 


obtainable at small 
dome lamp, tandem’ windshield 
wipers, sun visor for driver, ash 
tray, cigar lighter, twin horns and 


shield frame, 


types are furnished with most of 


yet t dergo inspection. 
9 - = 8 P these items. 


Since the conference with the 
dealers’ association executive} 
board, Commissioner Connor has | 
disclosed tentative plans for} .,)) 
the test set-up. In-| 
spectors will be stationed at 4|}nown. The second is to increase 
number of private garages, where | the prestige of a firm already 
motorists can have repairs effected known and the third is to build 
on the spot in many cases. The| oystomer satisfaction 
state’s official lanes will also be | New concerns starting out in 
kept in operation. | business find smart looking equip- 

This program, described by the| ment an excellent means of in- 
commissioner as a “compromise” | troducing their names to the pub- 
between the present set-up and a/ lic, while firms long in business 





the public’s attention to a 


| proposal that inspection work be/| frequently include the use of new 


turned over to designated garages, | equipment in expansion programs 
as is done in Massachusetts, and| and new merchandising plans, it 
other states, is expected to be! was discovered. 

more convenient for car-owners; Laundry, dry cleaning estab- 
and to eliminate the last-minute! lishments and other businesses 
| crowding of lanes. The inspectors | whose principal contact with their 
stationed in garages will be em- | customers is through their de- 
p'oyes of the Motor Vehicle De- | livery fleets are finding that smart 
pirtment, not connected with the | looking equipment results in in- 
garages in any way. | creased business and customer 


One High Quality 


BORG & BECK 
CLUTCHES 


back home speedily, during the recent heat wave. 
ience of the new feature in adjustable upholstering design, 


De Luxe Equipment Added 


To Ford Commercial Line 


ment to its owners as revealed in 


inch wheelbase chassis are now} 
extra cost | 


with ventilating back window, | 
| years publicity manager of Na- 


heavy chrome finish on the wind- | 
rear view mirror, | 
and radiator shell and grill. Other | 


Good looking equipment is ef- | 
fectively used in three ways, the} 
Ford survey indicated. One is to} 





| new firm or one comparatively un- 
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Colors Marks French Fine Car Show 


satisfaction. Housewives, lacking 
direct contact with firms with 
which they do business, in many 
cases judge them by the appear- 
ance of their delivery units, the 
survey indicated. 


Wellman Named 


DETROIT. Resignation of 
H. J. Moore, for the past seven 


tional Standard 
Parts Assn., and 
appointment of 
G. S. Wellman 
to take his place 
are announced 
by E. P. Chal- 
fant, executive 
vice-president of 
NSPA. 
Moore, who 
for two years 
prior to his con- 
G. S. Wellman nection with NS 
PA was manag- 
ing editor of Electric Refrigera- 
tion News, resigned to return to 
the trade publication field as a 
member of the editorial staff of 
Jobber Topics, published by Irv- 
ing-Cloud Publishing Co., Chicago. 
Wellman, prior to his connection 
with McDaniel, Fisher and Spell- 
man, Akron advertising agency, 
was advertising and sales promo- 
tion manager of Simmons Mfg. 
Co., Cleveland, which account he 
continued to handle along with 
others after joining the agency. 
Wellman takes up his new du- 
ties Aug. 1 and Moore will begin 
work on Jobber Topics Aug. 15. 


Standard 





OWNERS OF THE NEW BED-CAR type of Nash and LaFayette sedans were able to wheel their 
beds right down to the water front or into cool par‘x nooks, sleep in a comfortable, clean bed and get 
The occasion proved in actual practice the conven- 


Edwards Iron 
Will Introduce 
House Trailers 


DETROIT.—The Edwards Iron 
Works, of South Bend, Ind., will 
start production next September 
on a newly designed line of house 
trailers featuring an all-steel 
chassis and all-steel body frame, 
it was announced here Thursday 
by William H. Edwards, president. 

At the same time Edwards re- 
vealed that Ralph H. Wise, for- 
merly a body engineer for the 
Hudson Motor Car Co., had been 
named designing engineer for the 
new trailer line. Wise designed 
the bodies for the present line of 
International Harvester trucks 
and has been connected with a 
number of prominent manufac- 
turers. 

“The new Edwards trailer will 
be distributed nationally through 
automobile dealers,” Edwards de- 
clared. “Between 60,000 and 75,- 
000 sq. ft. of floor space in our 
South Bend plant has been turned 
over to trailer activity. An un- 
usual feature is that the product 
will be shipped knocked-down to 
dealers.” 

The house trailer is now going 
through many of the same phases 
of development through which the 
automobile passed, but with the 
great difference that it can profit 
by the experience of automobile 
designers and manufacturers, Ed- 
wards believes. 

“The trailer is now passing 
through a stage of development 
similar to that of the automobile.” 
he declared. “But where early 
automobile designers and manu- 
facturers had to learn slowly by a 
system of trial and error, the 
trailer manufacturer has at his 
command the vast fund of ex- 
perience accumulated by automo- 
bile engineers over two decades. 
The trailer will develop much 
more rapidly than the automobile 
did because the manufacturer has 
at hand engineers already thor- 
oughly familiar with the design 
and fabrication of steel bodies and 
capable of solving other problems 
as they are encountered,” he 
added. 

The Edwards trailer, in addition 
to an all-steel chassis and body 
frame, will feature unique color 
schemes for the interior, rounded 
or “ball” corners, metal cabinets, 
a ventilating system between the 
exterior and interior walls for use 
in the western states, a new type 
of hitch and springs that are ad- 
justable for road clearance. The 
exterior design will be semi- 
streamlined. 
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Trade Code Recommended by Petroleum Institute 


Free Competition and Sales 


Ethics Supported by Board 


NEW YORK.— The board of 
directors of the American Petro- 
leum Institute at a special meet- 
ing this week recommended sub- 
mission to the Federal Trade Com- 
mission of the “proposed code of 
rules of fair trade practices” 
adopted by a petroleum industry 
conference in Chicago on June 23, 
1936. 

C. E. Arnott, chairman of the 
code committee appointed by the 
institute last August, reported 
that this draft of a proposed code, 
which was ‘prepared by mid- 
western refiners, marketers, job- 
bers, and dealers, had been dis- 
cussed in meeting held in every 
state east of the Rocky Mountains 
and had been circulated through- 
out the refininig and marketing 
branches of the industry. 

A resolution passed by the 
board declared its strong belief in 
free competition in industry and 
in ethical marketing practices. It 
recommended adoption of volun- 
tary rules to achieve their ends 
through the trade conference sys- 
tem of the Federal Trade Com- 
mission in conformity with law. 

The board also recommended 
that members of the industry par- 
ticipate constructively in the Fed- 
eral Trade Commission’s trade 
practice conference when it is 
held. 


Burgess-Norton Steps 


Up Output Schedules 


GENEVA, Ill. — The Burgess- 
Norton Mfg. Co., maker of B-N 
Piston pins, charter starter drives, 
and Ess-A-E clutch plates are on 
full double-shift operations. 


C. M. Burgess, president, states: 
“Orders have been most satisfac- 
tory this spring and now, in an- 
ticipation of increased production 
demands the orders for automo- 
tive parts have shown a decided 
upswing. In fact, even with the 
increased production that double- 
shift operations gives us we have 
enough orders on hand to keep 
the shops working to capacity un- 
til the first of December.” 


DETROIT. — The five-fold in- 
crease this year in sales of Cadil- 
lac-Fleetwood cars has included 
a growing volume of requests for 
bodies built to individual speci- 
fications, asserts Nicholas Drey- 
stadt, general manager of th2 
Cadillac Motor Car Co. 

“Apparently, motorists in the 
fine car class again feel free to 
gratify their desire for unusual 
and exclusive features of body de- 
sign,” he said. 

“Recently the Fleetwood body 
plant, which builds exclusively for 
Cadillac, completed a hand-made 
landau body on the Cadillac V-16 
chassis. The car, ordered by an 
eastern motorist, cost approxi- 
mately $17,000. The car body, with 
collapsible rear quarter, was cov- 
ered with imported black leather 
All exterior metal trim was of 
hand-wrought natural brass. In- 
terior hardware was finished to 
match special tan wh'‘pcord up- 
holstery so fine in texture that it 
looked like broadcloth.” 

Several requests have been re- 
ceived, Dreystadt' stated, for 
Fleetwood bodies with as much 
as six inches extra head or leg 
room, the former involving dif- 
ficult problems in design to retain 
the popular streamline effect. A 
Fleetwood body was equipped 
with a reclining seat for the front 





Olds Sales Gain 
40% Over Those 
For July, 1935 


LANSING. — Oldsmobile retail 
sales for the first 10 days of July 
totaled 5,945 units which repre- 
sents a gain of more than 40 per 
cent in comparison to the same 
period a year ago, according to 
D. E. Ralston, general sales man- 
ager. 

“From Jan. 1 to July 10 Olds- 
mobile dealers have delivered 116,- 
784 new Oldsmobiles to retail pur- 
chasers. This is a gain of 29 per 
cent over the same period last 
year which was the previous 
record year in Oldsmobile’s his- 
tory. During this same period, 
Jan. 1 to July 10, more new Olds- 
mobiles have been sold than dur- 
ing the first nine months of 1935”, 
Ralston stated. 

‘During July the Oldsmobile 
plants are continuing to operate 
day and night at a record break- 
ing production pace in order to 
supply the demands from dealers 
throughout the country. July 
marks the tenth consecutive 
month that the Oldsmobile fac- 
tories have been running at ca- 
pacity production”, Ralston said. 


Pontiac Sales 
For July Gain 
45% Over 1935 


PONTIAC.—Pontiac dealers de- 
livered 5,401 new cars to con- 
sumers during the first 10 days of 
July as compared with 6,101 in 
the first 10 days of June this year, 
and with 3,710 in the first period 
of July last year, C. P. Simpson, 
general sales manager, announced 
Thursday. This gain of 45 per 
cent over the _ corresponding 
period last year indicates the con- 
tinuing strength of the Pontiac 
market despite the advanced 
stage of the new.car selling sea- 
son, Simpson stated. 


'14-Year Old Body Built 
On a 1936 Car Model | 


passenger to accommodate the in- 
valid w:fe of the buyer. Another 
built for a wealthy oil man, could 
be transformed into  luxuriou~ 
sleeping quarters. One man de 
manded and received a five pas- 
senger coupe with a hat rack in 
the roof. Another insisted that his 
car be equipped, front, sides and 
rear, with a total of 16 lamp~. 

The most unusual sp°cial bodv 
request in late years, Dreystad* 
believes, came from a widow 
whose husband, back in 1912, had 
given her an expensive car as a 
birthday present. 

“The chassis was known as th~* 
SG.V.,” explained Dreystadt, “an 
American copy of the Italian 
Lancia. The body was a special 
closed, chauffeur-driven Fleet- 
wood with more than five feet of 
hzadroom. It carried big brass oi! 
lamps, The husband died in 1934 
Recently, although the widow had 
eight or nine modern automobiles 


‘in her garage, she requested that 


we duplicate the old-fashione1 
body and install it on a modern 
Cadillac chassis. The replica was 
built with the exception of the 
lamps. We had to transfer the 
lamps from the old to the new 
ec xr because the lamp manufac- 
turer long since had gone out of 
business. The completed car cost 
$11,500. 


o—— 











HILL-HOLLER WEDDING— 
St. Bartholomew’s Church, New 
York, was the scene Thursday of 
the wedding of Miss Jean Boyd 
Hill, daughter of Mr. and Mrs. 
Sherwin A. Hill of “Greenmead,” 
Northville, Mich., and Roger Wil- 
liam Holler, son of Mr. and Mrs. 
William E. Holler of Birmingham, 
Mich. The groom’s father is gen- 
eral sales manager of the Chevro- 
let Motor Co. 


Diamond T Sales 
Hit All-Time High 


CHICAGO.—Sales of Diamond 
T trucks soared to another new 
all-time record in June, according 
to C A. Tilt, president of th 
Diamond T Motor Car Co. 

A total of 1,533 orders were re- 
ceived during the 30 days which 
represented a 66 per cent increase 
over June sales last year. This 
marked the fourth successive 
month in which all records of any 
previous year were shattered. 





Erie Steamship Co. 
Starts New Service 


DETROIT.—A new lake trans- 
port line carrying automobiles be- 
tween Detroit and Cleveland has 
been inaugurated within the past 
two weeks by the Erie Steamship 
Co. At the present time the com- 
pany has one ship operation, the 
“South Park” with a capacity of 
250 cars. making round trips daily. 

The “South Park” sails daily 
under the command of Captain 
Clyde Tobin, lake veteran, from 
the foot of Orleans St., Detroit 
and docks at the foot of E. 40th 
St., Cleveland. Officials of the 
company include M. L. Devenee, 
president; J. J. Menz, traffic man- 
ager and J. A. Fitzgerald, Detroit 
division manager. 


McAleer Moves Plant 


To Larger Quarters 
DETROIT. — The McAleer Mfg. 
Co.. manufacturers of automotive 
polishes, polishing compounds, and 
automobile heaters, have an- 
nounced the purchase of the four- 
story factory building formerly oc- 
evpied by American Grain Dis- 
tillers at 2431 Scotten Ave., this 
city. 

The building at present con- 
tains 50.000 square feet. Altera- 
tions will include a 4,000 square 
foot addition to house the general 
offices and the complete remodel- 
ing of the interior of the factory 
building. According to C. H. Mc- 
Aleer, president of the company, 
this plant when completed will be 
one of the largest and most mod- 
ern plants in the country devoted 
to the manufacture of automotive 
polishing materials. 





Graham Reports 


Shipments Up 


DETROIT, — Factory sales of 
Graham motor cars for the first 
half of July were 85 per cent 
higher than the volume shipped 
during the similar period in July 
of last year, states F. R. Valpey, 
general sales manager. 


“We are this month feeling un- 
mistakable impetus in our sales 
produced by the approaching 
windup of the Graham Sweep- 
stakes drive. This is a national 
event in which more than a thous- 
and selected expert retail sales- 
men, in communities of all sizes 
throughout the Graham organiza- 
tion, have been contesting. The 
keenest rivalry, both sectional and 
individual, has been maintained 
without letup, as evidenced by re- 
ports. 

“The Sweepstakes Sales Contest 
ends at the close of the present 
month, and, from present indica- 
tions it will mark one of the most 
successful sales activities ever 
staged by Graham.” 


Supervisors Vote Against 
Illegal Gas Sale Measure 


LOS ANGELES. — After hav- 
ing the measure under considera- 
tion for several weeks, the Los 
Angeles County Board of Super- 
visors finally voted against adop- 
tion of the proposed ordinance 
that would have made it illegal 
for service station operators and 
ymployes to sell gasoline to in- 
toxicated automobile drivers. 

The supervisors voted against 
‘he measure, which originally they 
authorized county counsel to draft, 
be it in their opinion placed too 
much responsibility on the gaso- 
line station attendants in deter- 
mining whether a driver was in- 
toxicated. 


FWD Gets Contract 


CLINTONVILLE, Wis.—The Four 
Wheel Drive Auto Co. here has been 
awarded a $425,000 contract by the 
U. S. department of agriculture call- 
ing for 86 trucks to be used in the 
U. S. forestry service in Alaska, the 
middle-west and the south. Delivery 
of the trucks will be made in about 
90 days. 
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Buick July Sales 
Reach Highest 
Point Since ’27 


FLINT, Mich.—Buick domestic 
retail deliveries for the first 10 
days of July reached the highest 
point for the period since 1927, 
and more than doubled the total 
for the corresponding period in 
1935, W. F. Hufstader, general 
sales manager, has announced. 

Deliveries reported total 4,685 
units. This compares with 1,846 
cars delivered during the first 10 
days of July, 1935, a gain of 2,839 
units or 153.7 per cent. 

The strong condition of the re- 
tail buying trend, which more 
than doubled Buick’s sales during 
the first six months as against 
the first half of last year, was in- 
dicated by the latest figures, Huf- 
stader stated. 


Autocar Sales 


60% Above 1935 


ARDMORE. — Increased sales 
for the first half of 1936 of Auto- 
car trucks are 60 per cent ahead 
of 1935, and of Studebaker trucks 
75 per cent ahead of 1935, R. P. 
Page jr., president of Autocar, 
told a meeting of 40 New York 
representatives of his company 
July 13. Autocar is sales agent for 
Studebakers. 


Taking into account the general 
business outlook and the fact that 
current orders are from many 
customers rather than from a few 
large orders, Page foresees the 
second half of 1936 running ahead 
of the first half. 


Insurance Cut 


OKLAHOMA CITY, Okla.—Follow- 
ing the recommendation of C. T. In- 
galls, head of the Oklahoma Inspec- 
tion Bureau, the state insurance 
hoard has reduced automobile fire 
insurance premium rates by 19.3 per 
cent, and automobile theft insurance 
premiums by 8.5 per cent. 

Oklahoma City and Tulsa were 
placed in one rating zone, and the 
remainder of the state in another. 


y 
J hece O clock in the rening 


“Now Egbert, you can’t go ordering a glass 
of hot milk at 3 o’clock in the morning!” 


“Oh, I can't, can’t I? Didn’t you know that 
The Roosevelt keeps a whole battery of Hot Milk 
Chefs on duty all night just for smarties like me? 
And what would you think Eulalia, if I told you they 
also keep Onion Soup Chefs, Ilam and Egg Chefs....” 


“T'd think darling, they had made you public 


ity agent for the hotel!” 


ex 
The ROOSEVELT 


MADISON AVE. AT 45th ST., NEW YORK 


Bernam G. Hines, Managing Director 


Expensive? Not at all! Single from $4. Double from $6. 





DETROIT. The five months 
registration figures for 1936 as 
shown in the ADN July 15 mid- 
weex pink issue covering cars and 
trucks, indicate clearly that the 
industry as a whole is well on its 
way towards the 4,600,000 goal for 
the year. Taking the total car 
registrations for the five months 
as a yard stick with a figure of 
1,483,662 as compared with 1,181,- 
576 for 1935, or a gain of 302,086 
units, the percentage gain is 25.5. 
The figures shown for the five 
months, plus the 14 states whose 
figures have been received for 
June, show a gain of 321,648, or 
26 per cent. 

With the manufacturers’ re- 
ports for June all showing that 
the month has been either the 
biggest in their sales history or 
the next biggest, registration fig- 
ures, when available at the end 
of July for the month of June, 
are destined to show that the 
average 25 per cent gain will be 
boosted still higher. On that basis 
the year should end with the pre- 
dicted goal well in sight. 


Trucks Gain 


In the truck industry the five 
months record is 28 per cent over 
the 1935 figure, a total of 263,635 
units having passed into the 
hands of the buyers as compared 
with 205,820 in 1935. This is at 
an average rate of 52,727 units 
per month so far. Sales man- 
agers of truck manufacturers 
continue to predict that the de- 
mand for transportation units will 
continue. Even if the present 
pace is maintained the total] for 
the 12 months will be well ahead 
of the 600,000 talked of at the 
start of the year. 


With but two exceptions every 
truck maker is well ahead of the 
1935 registrations. While Ford is 
only a few hundred cars below 
the 1935 figures. Chevrolet has a 
gain of 41.6 per cent, Dodge shows 
50.6 per cent advance and Inter- 
national Harvester has jumped 
46 per cent. Others outside of 
the “Big Four” have had gratify- 
ing gains. By states New York 
leads with 17,909 new units; Texas 
has 16,325; Pennsylvania, 16,298; 
Illinois, 14,580; California, 12,653; 
Ohio, 12,987; Michigan, 10,923; all 


Illinois Cities Adopt 


Michigan Control Plan 


CHICAGO.—The Illinois Auto- 
motive Trades Assn. reports that 
a number of cities in northern 
Illinois, including Rockford, Au- 
rora, Elgin, St. Charles, Batavia, 
and Dundee, have adopted what 
is known as the “Michigan Plan” 
of used car trading control. The 
move has been made, it is stated, 
in an endeavor to curtail “wild 
trading and seek to regain losses 
during the past year. Much can 
be accomplished in the coming 
three months before new model 
time in getting business in condi- 
tion to meet the demands of next 
fall.” The association also urges 
efforts aimed at eliminating “cross 
selling and literal bootlegging of 
outside dealers”, since “this will 
make a better local market for 
both new and used cars”. 


Borg-Warner Announces 


New Merchandising Kit 


CHICAGO. A new method 
merchandising King Pins has been 
announced recently by Borg- 
Warner Service Parts Co. The 
principle of this scheme centers 
around the Borg-Warner King Pin 
Kit which contains all necessary 
parts. 

According to W. E. Salter, sales 
manager, the Borg-Warner King 
Pin Kit is the only complete fac- 
tory-sealed King Pin package on 
the market. He says they are com- 
plete—even to the smallest spacer 
shim and lock washer. 
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5. Mo. Registrations * Show Output Nets 4,600,000 


Many Makers ; Report June 
Best Sales Month on Record 


with good gains and showing for 
the five months an almost equal 
distribution between the manu- 
facturing and agricultural states. 
If the drought reports are dis- 
counted, it appears that the rural 
districts will again show the fact 
that the demand for transporta- 
tion in farming communities is 
supported by replacements of 
older and obsolete vehicles. 


Passenger Cars Up 

In the passenger car end of the 
business the gains in the larger 
registration states present an un- 
usual condition with Texas for 
the first time in years failing to 
register any perceptible gain. 
Texas has always been up with 
the big state leaders. The fig- 
ures for the first five months of 
the year show that 63,662 new 
cars have been put on the road. 
Last year’s figures were 59,067 
and well in line with the leading 
registration states. The 1936 gain 
over 1935 is only 6 per cent. On 
the other hand, New York shows 
a gain of 31 per cent; Ohio, 36 
per cent; Illinois, 31; Pennsyl- 
vania, 27; California, 29; Michi- 
gan, 34; Massachusetts, 35; Indi- 
ana, 54; New Jersey, 20, and Mis- 
souri, 17. In the smaller regis- 
tration states, Nevada has a gain 
of 81 per cent over last year and 


Figures supplied by R. L. 


STATES 


Total 9 States 
for June 


Florida 














A COMPLETE LINE of streamlined cabs is announced by the 
Autocar Co. Two different types are for use on Autocar engine-under- 
the-seat chassis, It is available in a standard model and in a stream- 
lined sleeper model. 





Oregon has jumped its sales to 
an increase of 51 per cent -over 
1935. 

The five months figures, plus 
the estimated 385,000 for June, 


and with July already showing 
no abatement in the demand, the 
registrations for the year will be 
well in line with the predicted 
4,000,000 for the total year. 











Gasoline Stations 


Miss Their Swiss 


NEW YORK. — A one- 
day strike of motorists 
against increasing gasoline 
taxes was staged in Switzer- 
land July 5, according the 
American Petroleum Indus- 
tries Committee. 

Despite inviting weather, 
traffic was reduced to a 
minimum, practically all 
private cars being kept off 
the roads. Those that did 
appear carried placards 
reading “driving because of 
necessity.” A few families 
appeared on the roads with 
horses harnessed to their 
automobiles. It is reported 
that hotel owners suffered 
heavily, as tourist trade fell 
off to almost nothing. 


The immediate cause of 
the strike was the announce- 
ment by the federal council 
of plans to raise the import 
tax on gasoline still further. 
This tax now amounts to 
about 26 cents a gallon. 








Damn Clever Thieves 


AUGUSTA, Ga. (UTPS) —A. T. 
Sublett, of Belton, S. C., had an 
automobile protected by a burglar 
alarm. 

He still has the automobile. 
one stole the burglar alarm. 


Some- 


NEW PASSENGER CAR REGISTRATIONS 


Polk & Co. with exception of New Jersey, supplied by New Jersey Motor List Co., 
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Georgia 


669 
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Idaho 


350 
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217) 
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Kansas 


43 
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Maryland 
Minnesota 
Montana 
South Dakota 
Vermont 


Virginia 





West Virginia 


District of Columbia 
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Total, 21 States 
for June 
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and Metropolitan New York area which are compiled by Sherlock & Arnold 
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CHRYSLER GROUP 
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NEW YORK. For the first 
time the motoring public will be 
protected by standards based on 
engineering tests to assure high 
quality safety glass, according to 
an announcement made this week 
by the American Standards Assn. 
These standards and tests cover 
minimum strength and freedom 
from shattering, and _ provide 
against discoloration or separa- 
tion of the layers of the glass. 

Before the American Standards 
Assn. developed American Stan- 
dard Safety Glass Specifications it 
was impractical for the automo- 
bile manufacturer to furnish a 
safety glass that would be ac- 
ceptable in all states, because 
there was no recognized standard 
to which he could refer. 

To consider a few of the re- 
quirements of these newly de- 
veloped standards imagine a glass 
safe enough from flying missiles 
to withstand the blow from a half 
pound steel ball dropped 10 feet, 
and strong enough to endure the 
impact of an 11 pound bag of 
lead shot dropped eight feet. If 
the glass is intended for wind- 
shields even more severe impact 
tests are required. Furthermore, 
the glass must prove itself so 
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Safety Glass Specifications Set by National Assn. 


High Quality of Product 
Insured in All States 


thoroughly shatterproof that 
under no conditions will it break 
into fragments greater than 0.15 
of an ounce. 

The use of the new American 
Standard will also insure against 
discoloration 
dangerous because of the changed 
appearance of landscape and ob- 
jects through a glass that has dis- 
colored, and objectionable on ac- 
count of its unsightlyness. This 
defect is guarded against by ex- 
posure to ultra violet radiation 
equivalent in chemical effect to 
21% years of normal sunshine. A 
very slight color change, notice- 
able only when the glass is placed 
on a white background is all that 
will be permitted under the new 
standards. 

Another defect that will be 
guarded against is the separation 
of the several layers in laminated 
types of glass with a consequent 
distortion of vision. 

When samples of glass prove 
able to withstand the whole series 
of these tests they may be labeled 
as conforming to the American 
Standard. 

These completed standards for 
safety glass represent the work 
of many different groups and or- 


- a condition both | 





MAJOR EDWARD BOWES, the big radio man, visited Chrysler 


Corp. plants in Detroit this week to 


get the “feel” of the organization 


which he will represent over a national radio hookup of CBS stations 
beginning next September. Here are Harry G. Moock (left), Plymouth 


director of sales, the Major and 
president in charge of operations, 


ganizations co-operating under 
American Standards Assn. pro- 
cedure. State traffic officials, the 
National Bureau of Standards, the 
Society of Automotive Engineers, 
as well as numerous testing lab- 
oratory groups contributed their 


21 STATES FOR JUNE, 1936-1935 


Complete cumulative figures will appear each week until all 48 states or completed United States tot als 
Carolina, 
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Total 9 States 
for June 


Florida 
Georgia 
Idaho 
39 


109 
117 


Kansas 


Maryland 
37 
206 
195 
143 
71 
68 
36 
33 
29 
85 
65 
135 
105 
61 
37 


Minnesota 
Montana 
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South Dakota 
Vermont 

Virg'nia 

West Virginia 
District of Columbia 


Total, 21 States 


for June 1580 
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Utah and Wisconsin. 
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HUD. GROUP 


MONTHS 


"36| 4661 
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36 | 3727 
35] 3269 


January 


February 


NASH GROUP 


LaFayette 


6413] 1128 
4327 851 
4963 869 
4533 810 


1467| 2595 
833) 1684 
970 
803 


1752 
1317 


1236 
1264 


AUBURN 


201 
486 
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1613] 423 


201 
486 

182] 
423] 


56 
50 
48 
39 


892 
596 


798 
900 


328} 3030 
552) 431 
208| 2424 
440] 348 


7 


2 
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Paul Sauerbrey, Plymouth vice- 
giving the plant the once over. 


experience to the committee work. 
The viewpoints of automobile 
manufacturers and fleet operators 
were taken into consideration. 
The private car owner’s interests 
were represented by the American 
Automobile Assn. 


previously shown include, Arkansas, Delaware, 
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lBrakes Greatest 
Rejection Item 
In Safety Test 


ST. LOUIS. Defective brakes 
were the greatest cause of rejec- 
tions at the Safety Lane heré re- 
cently. The Lane was sponsored 
for one week by the Globe-Demo- 
crat, with the co-operation of the 
Greater St. Louis Automobile 
Dealers’ Assn., the Bendix Corp., 
United Motors Service, the Had- 











ley Vocational School and the 
Rankin School of Trades. 


Of a total of 5,890 cars in- 
spected, 1,880 were approved, 
2,795 rejected, and 1,215 rejected, 
repaired and approved. 


Greatest single rejection factor 
was poor brakes, which totalled 
2,248. Headlights took second 
place with 1645, and wheel align- 
ment third, with 1,255. 


Next in order were: stop light, 
381; windshield wiper, 68; tail 
light, 54; horn, 19; and rear vision 
mirror, 3. 


Th2 Globe-Democrat reports 
that there was hardly a gap in 
the long line waiting for inspec- 
tion from eight in the morning 
until seven at night, for six full 
days. Of the cars rejected, almost 
half have since been adjusted to 
conform with requirements. 


If you believe 
IN SAFETY-- 


Sell 
LORRAINE 


Lorraine Engineers have 

realized the need for 

an improved driving 

light that increases the 

safety of the new cars in proportion to their 
increased speed. The Lorraine Model 36 is 
the answer—a driving light that turns night 
into day for the man behind the wheel. 


As a dealer, you will be quick to recognize 
te new sales possibilities in the Lorraine 
Light. Now color has been added to Lorraine 
Lights to match the color and lustre of the 
paint on the car itself. In addition to this 
great new feature Lorraine offers the 20-min- 
ute method of installation, free dealer dis- 
play stand, 18 models in wide range of 
prices and a complete line including auxil- 
iary lights of all types. The pre-focusing 
principle that controls the light beam as- 
sures a to car 
owners. 


greater margin of safety 


The Lorraine advertising and sales plans are 
keyed to take advantage of the nation-wide 
campaign on safe driving—a campaign that 
is helping to sell Lorraine Lights in greater 
volume for dealers throughout the country. 


Write today for Complete Information 
APPLETON ELECTRIC COMPANY 
‘AUTOMOTIVE DIVISION) 

1753 WELLINGTON AVENUE 
CHICAGO, ILLINOIS 
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GM Returns to 3 Billion Status as Stock Crosses 70 


Trading Lacks 


Speculative 
Excesses of ’29 


By C. J. ALEXANDER 


NEW YORK.—General Motors 
again has become a three billion 
dollar corporation in the eyes of 
the investing public as reflected 
in the market price of the com- 
mon stock. When the stock hits 
69, the total valuation crosses the 
three billion mark, figured on the 
basis of 43,500,000 shares out- 
standing, and this week it again 
crossed 70. 

Chrysler has become a $500- 
000.000 company when measured 
by the same yardstick, having 
crossed the half billion mark 
when it sold this week at 116. 
It went on into higher ground, 
setting new highs for the recov- 
ery move and since 1929. 

A difference between the pres- 
ent situation and that in 1929 is 
that there apparently is little 
speculative excess. The trading 
has been light even when com- 
pared with normal years, although 
larger than a year ago. Prices 
appear to be more in line with 
current earnings and prospects. 


GM Advances 

General Motors and Chrysler 
have gone ahead on smaller ra- 
tio of turnover of their shares 
than in 1935, when compared with 
the activity of the market as a 
whole. GM was the most active 
stock traded in on the Stock Ex- 
change in 1935 and Chrysler was 
second. In the first six months of 
this year, General Motors was 
13th in rank among all stocks 
and Chrysler was sixth. 

There were, however, 17 auto- 
motive stocks and four additional 
stocks of the tire and rubber in- 
dustry among the 100 most active 
issues in trading on the New York 
Stock Exchange in the first six 
months of this year. This com- 
pared with 14 automotives and 
one rubber in trading for the full 
year 1935. The total turnover of 
the motor and tire stocks in the 
top 100 was 28,189,000 shares, or 
10.75 per cent of the total trading 
in on the Exchange. In 1935, the 
motors and tires among the 100 
most active stocks accounted for 
9.9 per cent of the aggregate turn- 
over. 

Packard was the most active 
automobile stock in the first half 
of this year, with a turnover of 
3,524,000, and it ranked fourth 
among all stocks. Chrysler was 
fifth among all stocks, with 3,185,- 
000 shares changing hands, and 
General Motors, third among the 
motors, was 13th among all, with 
a volume of 2,268,000. In the 
amount of money involved in the 
trading, Chrysler led because of 
the higher price of the stock. 


First Over 100 

Other automotive and tire stocks 
among the first 100 in point of 
turnover on the Exchange, with 
their rank among all stocks, fol- 
low: 

Turnover Rank 

Yellow T. & C. ....1,920.000 
Studebaker 
E. G. Budd 
U. S. Rubber 
Reo 


Graham-Paige 
Goodyear 
Goodrich 


Timken-Detroit , 
Continental Motors 735,000 
Electric Auto-Lite. 664,000 
Hupp 626,000 
U. S. Rubber, pfd.. 622,000 100 
Among those in the first 100 
this year but not in 1935 are Yel- 
low Truck, E. G. Budd, U. S. 
Rubber, Graham-Paige, Goodrich, 
White, Continental Motors and 
Hupp. The appearance of these 
additional motors in: the top 100 
reflects increased investment in- 
terest in the industry as a whole. 
Automotive stocks among the 


100 most active issues in 1935 but 
not in the first half of this year 
are Briggs and Budd Wheel. 


The way automotive stocks came 
along this week indicated that 
Wall Street was not fearful of 
serious labor troubles this fall in 
the industry. Although the car 
and truck group continued to 
hold the center of the stage under 
the leadership of General Motors 
and Chrysler, the parts and ac- 
cessory shares put on another up- 
ward rush and the tire group re- 
versed the downward trend of 
recent weeks. 


Price Averages 
The Automotive Daily News 
stock prices averages for July 15 
compared as follows with the pre- 
ceding week and a year ago: 
last This 

Week Week Change 
24 motors 47.03 49.25 -+-2.22 
19 car-truck co.’s. 49.97 52.35 2.35 

10 parts-accessories 39.08 41.20 Tots 
+1.13 13.63 


4 tire-rubbers ... 24.82 25.95 

This was a new high for the 
car and truck group since recov- 
ery got under way. Along with 
Chrysler, Reynolds Spring and 
Firestone, preferred, reached new 
highs for the year. 


The past week was a light pe- 
riod for dividends. Wilcox-Rich 
declared 45 cents on its “B” stock, 
payable Aug. 15 to stock of re- 
cord Aug. 1. A similar amount 
was declared in the preceding 
quarter. Modine declared 50 
cents, the same as in the two pre- 
ceding quarters, payable Aug. 1 
to record of July 20, and Muske- 
gon Motor Specialities declared 
50 cents on its “A” stock, payable 
July 30 to record of July 24. A 
similar amount was paid by Mus- 
kegon on June 1. 


Year 
Age 
26.05 
27.09 
26.31 


Earnings Up 


ALLIANCE, O.—The second quar- 
ter report of the Transue-Williams 
Steel Forging Co. here showed a-net 
profit of $41,456, after taxes and 
depreciation equivalent to 32 cents 
a share of capital stock, against $33,- 
515, or 26 cents a share in the 
March quarter and 21,556 or 17 cents 
a share in the corresponding period 
last year. 

_ The company produces steel forg- 
ings and metal stamping forms, used 
in the automotive industry. 


Last Minute Wall Street Wires 
From C. J. ALEXANDER 


Wall Street Correspondent, Automotive Daily News 


New York, July 


17 (2:38 P.M.).—New leaders appeared 


among the motor stocks today. Yellow Truck was the 
most active and higher. White also was active and strong. 


General Motors and Chrysler were quieter. 


Automotive 


price trend was mixed at the opening followed by an 
upward move in the middle of the day and a mixed close. 





A griculture Faces Greatest 
Revolution Since the Reaper 
P 


NEW YORK.—A mechanical | tiv: 
revolution is under way in Ameri- 
can agriculture, which faces the 
greatest economic change since 
the invention of the reaper by 
Cyrus H. McCormick in 1831, ac- 
cording to C. G. Krieger of the 
engineering laboratories of the 
Ethyl Gasoline Corp., who for the 
past five years has been studying 
agricultural conditions in the mid- 
dle west. 

Power farming, Krieger declares, 
is the mainspring of the advance, 
accelerated by the production of 
six-cylinder, high compression 
tractors, counterparts of the 1936 
streamlined automobile. Power 
costs, it is claimed, are cut in half. 


Modern Gadgets 


Equipped with self-starters, elec- 
tric headlights, spotlights, multiple 
speed transmission, rubber tires, 
and even the radio, the new trac- 
tors, using regular grade gasoline 
embody the design of modern 
cars, attaining higher speed, 
lighter weight, and lower fuel con- 
sumption. 

“Six months ago farm tractors 
were 10 years behind automobiles 
in engine and fuel development; 
today they lead in power effi- 
ciency,” Krieger points out. 
“Spanning a decade of automo- 


tive achievement in half a year, 
tractors now finding their way to 
the fields surpass automobile en- 
gines on the basis of performance. 

“Economic realities are working 
a rapid change in the policies of 
the farm equipment industry. 
Practices which for 29 years have 
governed tractor design, produc- 
tion, and merchandising are be- 
ing modified to comply more near- 
ly with those employed in the 
automobile and aviation indus- 
tries. 

“It can conservatively be said 
that with better engines in trac- 
tors in place of the type now in 
general use the power output will 
either be increased by at least 
25 per cent or the fuel consump- 
tion will be decreased by a like 
amount. Rubber tires on tractors 
will also either increase the draw- 
bar pull of the tractor by at least 
25 per cent or will accomplish a 
25 per cent reduction in fuel con- 
sumption.” 

The trend in farm power equip- 
ment seems clearly parallel to 
that in the automobile industry, 
where the greatest volume is at- 
tained with the smaller and less 
expensive cars, Krieger says. “The 
small tractor is relatively so inex- 
pensive that many farmers who 
have previously felt that they 


AUTOMOTIVE STOCK QUOTATIONS 


AT CLOSE OF MARKETS, FRIDAY, JULY 17, 1936 
(Furnished by Wm. C. Roney Company, Union Guardian Bldg., Detroit) 


NEW YORK 


Allis Chalmers Mfg............. 


American C. & F 
American Chain 
Auburn Auto 

Bendix Aviation ... 
Bethlehem Steel 

Bohn Aluminum & Brass 
Borg-Warner 

Briggs Mfg. 

Budd Mfg. Co., E. G 
Budd Wheel Co 
Chicago Yellow Cab (1) 
Chrysler 

Clark Equipment 
Cleveland Gr. 

Collins & Aikman 
Commercial Credit 
Commercial Inv. T. 
Continental Motors 
Curtiss-Wright 
Curtiss-Wright A 

du Pont de Nemours 
Eaton Mfg. 

Electric Auto-Lite 
Electric Storage Battery 
Evans Products 

Federal Motor 
Firestone Tire & Rubber 
Gabriel Co. A 

General Electric (80c) 
General Motors 

Glidden 

Goodrich, B. F 
Goodyear Tire & Rubber 
Graham-Paige 

Hayes Body Corp 
Houdaille-Hershey B 
Hudson Motor 

Hupp Motor 
International Harvester 
Johns-Manville 
Kelsey-Hayes Wheel 
Kelsey-Hayes Wheel B 
Lee Rubber & Tire 


Last Sale 
July 17 July 10 


1936 
High Low 


4535/4 
35 
51% 
309, 
262 
51% 
46), 
75%q 
54), 
13 
9%, 


47/4 
22% 
27¥% 
41 

21% 
28% 
15% 
14 

15% 
144, 


Nash 


Last Sale 


NEW YORK July 17 July 10 


Libbey-Owens-Ford Glass 
Ludlum Steel 

Mack Trucks (1) 
Marlin Rockwell 
Midland Steel 

Motor Products 

Motor Wheel 

Murray Corp. 


Pacific Mills 
Packard 


Raybestos Manhattan 
Reo Motor 

Republic Steel Corp. 
Socony Vac. 
Sparks- Withington 
Spicer Mfg. 
Stewart-Warner 
Studebaker 
Thermoid Co. 
Thompson Products 
Timken-Det. Axle 
Timken Roller Bear. 


U. S. 


Industrial Alcohol 


U. S. Rubber 
Westinghouse E. & M 
White Motors 
Yellow Truck 
Young Spring & Wire 


CHICAGO 


Asbestos Mfg. 
Bendix Aviation 
Borg-Warner 
Houdaille-Hershey B 
Modine Mfg. 
Perfect Circle 


Pines 


Winterfront 


DETROIT 


Ex-Cell-O Aircraft & Tool 
Federal Mogul 
Gemmer Mfg. 


could not afford tractors are now 
buying them,” he adds. 


“These small tractors are open- 
ing up fresh sales fields, particu- 
larly in farms of 100 acres or less, 
and do not, for the most part, 
take away business from the 
larger units.” 

500 Hours Yearly 

The average tractor works about 
500 hours a year, using about 1,000 
gallons of motor fuel and thirty 
gallons of oil. If the 1,250,000 trac- 
tors now in service were changed 
over to “high compression,” there 
would be a saving of over $30,- 
000,000 in fuel, and of $13,750,000 
in oil costs per year for American 
farmers. 


Expansion of industrial activity 
will be supported by the argicul- 
tural need of improved power 
equipment, Krieger holds. He 
foresees continuing prosperity for 
tractor manufacturers, pointing 
out that if the nation’s farmers 
purchase only a fraction of the 
machinery which they require the 
farm implement factories would 
be taxed beyond their capacity. 


Dun & Bradstreet Offer 


Analysis of FTC Ruling 


NEW YORK.—Dun & Brad- 
street, Inc., have prepared an 
analysis of the Federal Trade 
Commission’s recent decision in 
the Goodyear-Sears, Roebuck case 
as a preview of the problems busi- , 
ness will face under the Robinson- 
Patman Act. Copies are now 
available without charge to inter- 
ested manufacturers and distrib- 
utors. 


The study is a consolidation of 
three articles by Edwin B. George, 
staff economist of the Dun & 
Bradstreet research and statistical 
division. George reviews the 
events leading up to the decision 
by which the Federal Trade Com- 
mission ordered the Goodyear Tire 
and Rubber Co. to cease and de- 
sist from according the wide price 
differentials to Sears, Roebuck & 
Co. that the latter had enjoyed 
since 1926 under a series of long 
term contracts. 


Eaton Second Quarter 


Earns $1.08 a Share 


CLEVELAND.—The Eaton Mfg. 
Co. and subsidiaries report con- 
solidated earnings for the quarter 
ended June 30, 1936 of $751,902.95, 
after all charges including pro- 
vision for federal taxes, subject 
to audit. This compares with $436,- 
688.02 for the second quarter of 
1935. 


Second quarter earnings for 
1936 were equivalent to $1.08 per 
share on 696,146 shares outstand- 
ing, which compares with earn- 
ings of 64 cents per share on 678,- 
744 shares for the second quarter 
of 1935. 

Net profits for the first half of 
1936, totaling $1,335,285.37 or $1.91 
per share, represented the highest 
earnings for any six months pe- 
riod in the history of the com- 
pany. They compare with net pro- 
fits of $1,041,960.24 or $1.53 per 
share for the six months period 
ended June 30, 1935. 


Workers Get Raise 


STEUBENVILLE, O.—Nine hun- 
dred of the 1,100 employes of the 
Follansbee Bros. Steel Co. received 
a wage boost this week. 

William Lake, general manager, 
announced the increase along with 
a $1,000,000 improvement program at 
the company’s Toronto, Ont., and 
Follansbee, W. Va., plants. ‘A re- 
ceivership under which the company 
had operated for two years will be 
dissolved Aug. 15 and a new board 
of directors named, Lake said. 

Effective as of July 1, the wage 
increase amounted to a 10 per cent 
restoration of previous cuts. Two 
hundred employes not benefitting in- 
clude hot mill workers whose scale 
was 10 per cent above that of the 
others. 

The receiver’s reported that the 
company’s plants had operated at 
capacity for the first four months 
and showed their first profit in six 
years. 
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Truckaway Concern Finds Driver Education Pays 


Automobile Shippers, Inc. 
Maintains Safety Program 


DETROIT.—The average driver 
of interstate truck transport 
equipment can and is willing to 
learn and will practice safety if 
he is properly informed. 

This is the opinion of H. J. 
Jones, director of safety for Au- 
tomobile Shippers, Inc., of Detroit, 
one of the largest automobile 
truckaway organizations in the 
country. Through years of exper- 
ience dating from the driveaway 
days to the present, Automobile 
Shippers have found that their 
drivers responded readily to edu- 
cation. 

At the present time the com- 
pany operates approximately 185 
vehicles directly serving all points 
in New York, New Jersey, Massa- 
chusetts, Pennsylvania, West Vir- 
ginia, Ohio, Michigan, Indiana, II- 
linois, Missouri and parts of Ken- 
tucky. Through connecting lines 
Oklahoma, Texas, Arkansas, Lou- 
isiana and Mississippi are served. 

In serving this vast territory it 
is necessary for Automobile Ship- 





Coming Events 


JULY 
28-30—Montreal. Mid-summer convention of 
Automotive Trade Assn. Managers. Mt. 
Royal Hotel. 


AUGUST 


Mont. Automobile Show. 


3-9—Great Falls, 
S‘ate fair. 

15—Goshen, N. Y. 

22—Springfield, til. 


fair. 


Automobile Show. 


Automobile race. State 


SEPTEMBER 
7-12—Pittsburgh. American Chemical 
ciety, semi-annual meeting. 
21-22—Reading, Pa. 
Assn. Sixteenth annual 

Abraham Lincoln Hotel. 


OCTOBER 
{-tt—Paris. Automobile salon. 
12—Mineola, L. 1. Automobile race. 
velt Field, Mineola, L. I. 
15-24—London. Thirtieth International Auto 
mobile Exposition. Olympia. 
19-21—Chicago. American Trucking Assn. 
nual convention Stevens Tlotel 
19-22—St. Louis. National Assn. of Inde- 
pendent Tire Dealers, Inc. Annua) 
convention. Statler Hotel. 
19-23—Cleveland. American Society for Metals 
18th national Metal Congress and Ex 
position. Exposition Mall 


NOVEMBER 
3-7—Newark, N. J. National Motor Truch 
Show 
9-12—Chicago. American letroleum Institute 
17th annual meeting 
11-18—New York. Automob le 
Central Palace 
13-19—Toledo. Automobile show 
14-20—Columbus. Automobile Show. 
(4-21—Chicago. Antomobile Show 
14-21—Detroit, Automobile Show 
14-21—Boston. Automobile Show 
14-21—San Francisco. Automobile Show 
14-21—Seattle, Wash. Automobile Show. 
Auditorium 
14-21—Washinoton. 
(4-22—Los Angeles. 
15-22—St. Louis. Automobile Show 
15-21—Cincinnati. Automobile Show 
*16-21—Denver. Automobile Show. 
19-20—New York. Nations! Industrial Traffir 
league. Annual Meeting 
19-25—Asbury Park. N. J. Ar'tomohbile Show 
*20-26—Lansing, Mich. Automobile Show. 
21-28—Cleveland. Automobile Show 
*21-28—Brooklyn. Automobile Show 
*21-28—Buffalo. Automobile Show 
21-28—Newark, N. J. Automobile Show 
*21-28—Pittsburgh. Automobile Show 
21-29—Kansas City. Automobile Show. 
22-29-—Milwaukee. Automobile “how 
23-28—Meriden, Conn. Automobile Show. 
28-Dec. 5—Baltimore. Automobile Show. 
*30-Dec. 5—Peoria. Automobile Show 
*30-Dec. 5—Philad:Inhia. Automhile Show 
30-Dee. 5—New York Nationa) 
Power and Mechanical 
Biennial meeting. 
DECEMBER 
ASI Show 
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Show Grane 


Civie 


Automobile Show 
Automobile Show. 


Engineering 


9-13—Chicago, Navy Pier 


*Tentative 


CONVENIENT TO 
AUTOMOBILE ROW 


That’s whr so many 
automotive executives 
make the Lenox their 
headquarters when in 
Buffalo. 


RATES 
Single $1.50 to $3.00 
Double $2.50 to $5.00 
Family Suites $5.00 up 
Write for free A.A.A. road map; also 
our folder with map of downtown 
Buffalo. 


moter: LENOX 


140 North Street, near Delaware 


BUFFALO 


CLARENCE A. MINER, President 





Pennsylvania Automotive 


Exposition of 


pers, Inc. to employ 200 truck 
drivers whose combined mileage 
exceeds three-quarters of a mil- 
lion miles per month. With this 
large driver personnel the firm 
was confronted with the problem 
of educating them in the matter 
of safety and with the multiplicity 
of rules and regulations encoun- 
tered in the many different states. 


Special Department Set-Up 

A special safety department was 
set up to carry on this task, de- 
clares Jones. Its work is to pro- 
mote safety, govern the conduct 
of drivers and the safe operation 
of their vehicles and most impor- 
tant of all see that the company 
rules are enforced. 

“We conduct weekly safety 
meetings for the drivers at each 
of seven terminals,” explains 
Jones. “At these meetings the men 
are usually addressed by officials 
of the insurance company or rep- 
resentatives of the various coun- 
cils on safety. 

“We try to confine these talks 
to one subject or one phase of 
the safety question,” says Jones. 
“We believe that frequent meet- 
ings with concentration on one 
point at a time are more effective 
than infrequent meetings at 
which every aspect of the ques- 
tion is covered. At each meeting 
the driver is also given a bulletin 
of the particular subject discussed 
at the meeting. 

To enforce the safety rules Au- 
tomobile Shippers, Inc., has placed 
in service a number of safety 
inspectors who drive Plymouth 
special jobs painted a bright or- 
ange which is the color adopted 
for the entire fleet. But they are 
not mere “policemen” Jones hast- 
ens to say. 

Do Not “Snoop” 

“Our inspectors are in no sense 
‘G-Men’ Jones asserts. The driv- 
ers can easily detect their pres- 
ence on the road and their 
function is to work with the 
driver rather than merely “snoop” 
on him. They are bound to assist 
the drivers in every way possible 
}and help from getting into diffi- 
culties. 

“However, when an _ inspector 
finds a driver disregarding the 
| rules of the company the offender 
|}is given a ticket and then he 
|} must report to the safety de- 
| partment and give an account of 
|the infraction. Chronic violators, 
|of course, are penalized and if 
| they fail to mend their ways, are 
dismissed. 

“These inspectors also co-oper- 
jate with the state highway au- 
thorities by reporting hazardous 
| conditions on the road and mak- 
ing suggestions for the improve- 
ment or the installation of warn- 
ing signs which, according to 
their opinion, would provide ad- 
ditional protection for the general 
public. 

Mechanical failures seldom are 
responsible for accidents in the 
Automobile Shippers, Inc. fleet. 
This, says Jones, results from the 
careful check and re-check made 
of every piece of equipment every 
day. 

Indicates Defects 

“At the beginning of a trip each 
| driver is given a form and on his 
|return from a trip he must indi- 





~|cate on this form any defects 


| which might exist in his equip- 
; ment. This form is given to our 
maintenance superintendent and 
before the equipment can be re- 


turned to the highway these de- 


form signed by the maintenance 
superintendent. 

“Also, at the end of each trip 
an inspector examines the equip- 
ment and if he finds anything 
that may have been overlooked by 
the driver it is corrected before 
the truck goes back into service. 

“‘Green’ drivers are given a 
careful schooling before they are 
allowed to take Automobile Ship- 





pers, Inc., equipment out on the 
road alone,” points out Jones. This 


o—- 


fects must be corrected and the} 
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is an added safety factor and pays| 
dividends in cutting down acci-| 
dent losses. 

“A new driver must make at 
least six ‘student’ trips with an 
old, experienced hand, before he 
is allowed to work alone,” Jones 
declares. “These trips are not 
made all to the same place but on 
the contrary are made in every 


HUNDRED Michigan gas stations went 
wagon” this week and dec!ared free drinks for all thirsty horses. The 
new drinking service was ‘naugurated by the Michigan Humane So- 
ciety, and the White Star division of the Socony-Vacuum Co., Inc. 


| Not an Accident 

| In Million Miles 

COLLINGSWOOD, N. J. 

—To drive 1,000,000 miles is 
something that is rarely 
achieved, except by only a 
very few persons. To driv> 
that many miles without « 
major accident is even more 
rare, To drive this distance 
without even scraping a 
fender reems almost an im- 
possibility. 

Yet B. W. Gibbs, a Gulf 
silesman of Collingswood, 
has just completed such a 
record, according to the 
Gu f Refining Co. During 19 
years of driving motor ve- 
hicles in his work for Gulf, 
G bbs his covered ov-r 1,- 
000,090 m‘les, over all kinds 
of roads, regardless of sur- 
face condition, without a 
single accident of any kind. 
Th.s unusual record is all 
the more remarkable be- 
cause Gulf tabulates as 
chargeable accidents even 
such minor mishaps as 
d:maged fenders. 


“off the ||| 





direction in which we operate and 
new drivers are required to make | 
these student trips regardless of | 
their past experience. 

Jones concludes: 

“We have found through years 
of experience that the average 
driver can and is willing to learn 
and will practice safety if he is 
properly informed.” 


Chevrolet Fleet 

DETROIT.—Chevrolet Motor Co. 
has completed the delivery of a fleet 
of 110 Master sedans to the state 
police department of West Virginia. 
A series of driveaways from the 
Flint plant started the cars on their 
way to Charleston. The final drive- 
away was conducted during the week 
by 25 troopers headed by Sgt. Tyree. 
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BENDIX DRIVE 
FOR EVERY STARTING JOB! 


HETHER the cranking job be a mammoth 
Diesel or a small one-cylinder marine engine, 
you can confidently entrust it to the time-proved 
Bendix Starter Drive. Any size, any kind, of internal 
combustion engine responds to the Bendix Drive. 


Bendix Drive is built in many sizes, many types. 
Two are shown here “‘life size’’—the smallest and 
the largest versions of ‘The Mechanical Hand that 
Cranks Your Engine.’ Each of its few simple, 
sturdy parts is designed, dimensioned, engineered 
to its particular function, with the experience of 
millions in use, as a guide. 


When you have occasion to replace an old 
Bendix Drive for any make of car, replace it with a 
factory-new Bendix Drive under our liberal Ex- 
change Plan; when you renew a Bendix Drive part, 
use a genuine Bendix part. In that way—and no 
other—can you be assured of a continuance of the 
reliable starting service built into the car. 


ECLIPSE MACHINE COMPANY 


Elmira, New York (Subsidiary of Bendix Aviation Corp.) 











INCREASE 


DODGE AND 
PLYMOUTH” 


Says Joseph B. Trew, Pres., The Trew 
Motor Company, Washington, D. C. 
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E BELIEVE the Dodge franchise to be the 
most valuable franchise to be had in the 
automobile business today. 


mamptitiAawns.m mt ab & 


‘There are many reasons for this statement. 
The Dodge passenger car by itself is certainly 
outstanding in its price class. Plymouth is : 
equally outstanding in its price class and both 
of these cars are priced for volume. Then comes 
the Dodge truck line which is gaining momentum 
daily. 
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“Last year we had considerably over 100% 
increase over °34, this being by far the biggest 
year we have had in our 22 years’ experience 
in the automobile business both from a stand- 
point of volume and profit, but for the first 
quarter of this year we still have a big increase 
over the same period last year and we fully 
expect to keep this up for the balance of the 
year. The cooperation given Dodge dealers by 
the factory is invaluable. 


“We don’t know of any other franchise that 
could possibly offer so many advantages.”’ 


For full details of this Triple-Profit Dealer- 
ship, write in confidence to A. vanDerZee, 
General Sales Manager, Dodge Division of 
Chrysler Corporation, Detroit, Michigan. 


‘DODGE wo PLYMOUTH E 
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CARS - DODGE TRUCKS - 


THE TRIPLE-PROFIT 
DEALERSHIP 





